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A Garage Should Be Useful 
as Well as Beautiful 


An easy action is the prime function of all garage hardware—but 
it is not the only function. 


Car owners who take pride in the appearance of their garage want 
beauty also. The NATIONAL No. 805 Garage Door Set was de- 
signed for this class of trade. 


From the standpoint of utility it has no peer. And its attractive- 
ness can well be judged by the accompanying illustrations. 


NATIONAL makes a complete line of Garage Hardware, com- 
prising a type well adapted to the needs of every buyer. 


We have devised a booklet showing the various types—giving the 
details of construction and showing the uses to which each is best 
adapted. 


We would be glad to send you a copy of this book if you will sig- 
nify your interest by writing. 


National Mfg. Co. Sterling, Ill. 
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Barker, Rose & 
Clinton, Elmira, 
N. Y., Clean 
Out Old Goods 
at $1 a Package 


Unusual “Stunt” 
Featured by 
Sale of 800 
Boxes Out of 
a Possible 850 


Underwood & Underwood 


“Hidden Treasure” Sale Moves Stock of 
Slow-Moving Merchandise 


HE recent discovery of the tomb world-wide interest, not only on the 
of Tut-ankh-Amen at Luxor, part of archeologists and historians, 


Egypt, and 


its subsequent but in the minds of the general public 


opening have succeeded in arousing as well. Word has been received 


This is the Barker, 


Rose & Clinton display featured during the “Hidden Treasure” sale. 
Tut-ankh-Amen’s tomb at Luxor, Egypt 
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from Paris that spring fashions will 
be possessed of a distinctly Egyptian 
motif, and already the habitués of 
the Broadway cabarets are being en- 


Above is the inspiration of the sale— 
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tertained by dances supposedly from 
the land of the Nile. In short, any- 
thing of an Egyptian nature is bound 
to hit the bull’s-eye of public fancy 
at the present time. 

It is a far cry from the opening of 
a tomb 3000 years old to a hardware 
store in the United States, but the 
coupling of a hardware merchandis- 
ing plan with one of the greatest sub- 
jects of present-day interest shows a 
decided appreciation of the value of 
timely publicity on the part of the 
merchant. But let us proceed with 
the story. 

The Barker, Rose & Clinton Co. of 
Elmira, N. Y., is one of the best- 
known and most progressive hard- 
ware firms in its section of the Em- 
pire State. It has been mentioned 
frequently in the columns of HARD- 
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WARE AGE, and its advertising and 
publicity methods have called forth 
frequent favorable comment. One of 
the most striking ideas that it has 
ever fostered was worked out on 
“Dollar Day,” Feb. 27, when the firm 
held what was designated as a “Hid- 
den Treasure” sale. Let us tell the 
story in the words of L. R. Clinton 
of the Barker, Rose & Clinton Co. 

“The idea of a ‘Hidden Treasure’ 
sale originated with S. E. Rose, pres- 
ident of the firm,” writes Mr. Clin- 
ton. “He, assisted by the writer, who 
does the window trimming, worked 
out the details of the most success- 
ful sale the Barker, Rose & Clinton 
Co. has ever had. 

“Our firm, as is the case with most 
firms, had accumulated for several 
years back a large amount of slow- 














A Guaranteed Value of from 
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Bring It Back - Money Back 


7" | ing what io inside. Bat Mf you are not satished we will gladly exchange it for any dollar’ 
werth of goods in car big hardware store, or give you beck your money. The satisfaction of 
our trade is our greatest agept and we do this to absolutely guarantee you against les of any 
kind, either actual or imarinary. 


Every 
ware in these Treasure 
Benes hee Me wen it 
may be chepworn, weed 

eo 2 sample, ete, but 
we querentes ite useful 
condition. Many ere 
perfect, but the last of 
their bind. 

Me treasure bex con: 


Wy don’t believe you will want te exchange one of these Treasure Boxes, after ee 





item of herd: f you take your Mid- 
den Treasure heme and 
conclude net to keep ht, 
yeu con return it, 


Each bex hese reg: 


We positively guarantee each and every 
bes to contain at least $2 worth 
of csctel hardware, 

Lach box le registered with « samber 

cad tht of contents. letered mumber, whieh 
cariesihaibiinatestcetnes sives ve @ record of 
You can’t lees. If not satisied, bring || the contents 
& beck. The bow must be re- 
Crthing ders a vw window coe — oo oo 
tamed io Hiddeo Treasure Boxes. 


No Benes Rxchanged on Dollar Day. || ne nscvonnn none 
a! ter © 

















108 Lake Street 


Barker, Rose & Clinton Co. 


ot Elmira, N. Y. 








“March 29, 1923 


moving merchandise. These goods, 
which our employees refer to as 
‘junk,’ had always been a problem to 
close out for anything approximating 


their real value, 4 rdingly we 
evolved the follo : 
“Goods such a pet stretchers, 


polishing oils, silverware of obsolete 
patterns and shop-worn and 
scratched piee@Sf"Tick mittens, calf 
weaners and nufierous other articles 
were gathered together. These were 
put in boxes together with one or two 
good salable articles in each box. 
The boxes were neatly wrapped and 
sealed with a goid seal and a blue 
‘Hidden Treasure’ label printed in 
black put around each box. Some of 
the boxes contained real treasures, 
such as an $11 sweater or a $20 set 
of silverware. 

“These goods were then strewn 
about the front of our display win- 
dow and a large number of the 
wrapped boxes were piled in the cor- 
ners and around the window. The 
background of the window repre- 
sented a desert scene with a cave in 
the foreground showing an Egyptian 
dragging a Tut-ankh-Amen treasure 
from the entrance. A card in the 
window read: ‘The Treasures of the 
Desert Can’t Compare with the Con- 
tents of a “Hidden Treasure” Box.’ 
Other cards displayed about the win- 
dow called attention to the nature of 
the sale. 

$2 in Goods in Each Box 


“We guaranteed each box to con- 
tain $2 worth of useful hardware, 
and we also added a money-back 
guarantee if the customer, after 
opening the box, did not care to keep 
its contents. We put up 850 boxes 
and sold approximately 800 of them 
at $1 each in two days. We feel that 
this sale has cleaned our stock of a 
good many unsalable items, and also 
gave the customer a good buy for $1. 

“At the conclusion of the sale we 
opened the package of unsold ‘hidden 
treasure’ and put on a special sale of 
these articles on Saturday, March 3, 
in which we offered the choice of any 
six articles for 50 cents. After the 
number of these articles had been de- 
pleted we reduced the price in the 
afternoon and offered a choice of any 
six articles for 25 cents. The entire 
sale was extremely successful. It 
created a world of favorable com- 
ment, especially in view of the tie- “up 
with the recent discoveries in Egypt.” 


Here is one of the 
ads used by the 
firm to announce 
the coming sale. It 
gets the attention 
every time 
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Some of the 
repair hardware 
sold by the 
Brown-Rogers Co., 
Winston-Salem, N.C. 


The Farmer Is a Prospect for 


Your Line of Repair Hardware 


By A. 


HEN you think of the hard- 
ware which is sold from your 
store six days out of the week 

in an offhand way, your mind natur- 
ally turns to such merchandise as 
household goods, dairy and poultry 
supplies, electrical and radio equip- 
ment, paints and varnishes, auto ac- 
cessories, tools, and the like. 

These are the front-row members 
of the hardware family. 

But there are many lesser relatives 
whose more humble origin keeps them 
in the background, where they stay 
hidden in bins, drawers and boxes. 

We may call it repair hardware, 
and it consists of that line of mer- 
chandise used in repairing, remodel- 
ing, refinishing and remaking an ar- 
ticle. 


Needed by the Farmer 


Much of it which has an import- 
ance at this time of the year is of 
direct use to the farmer. 

He will find many of the items use- 
ful in rigging up his wagons and 
farm implements for spring. 

This merchandise under considera- 
tion has its advantages and its dis- 


dd. VAN VorRIS 
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advantages, so we should think of it 
from both angles. 

On the unfavorable side, we may 
say that it is not attractive; it does 
not readily lend itself to display; it 
is rather heavy and dirty to handle, 
and it requires some little moving 
about after it reaches the merchant. 

On the other hand, it does merit 
an occasional discussion, and drop 
into the limelight of HARDWARE AGE 
because its turnover is large and it 
contains so many essentials to the 
farm trade. 


Necessary Items for Repairs 


Now, let’s look into some of these 
humble but useful articles. 

Suppose the farmer’s horse be- 
comes frightened at something while 
being hitched; it starts up suddenly, 
landing on one of the wagon shafts, 
snapping off the end. 

Must the farmer lay up his wagon 
until he can get a new shaft put into 
the place of the broken one? 

Not so—he can call at his hard- 
ware store for a shaft repair end in 


one of two sizes; he can saw off the 
broken end of the shaft and attach 
the repair with a peg and rivet, and 
it is almost as good as new. The 
same applies to the single pole in the 
case of a teani-hauled rig, for this 
pole can likewise be made whole 
again with a repair end suited for it. 

If the shaft breaks loose from the 
axle there is the shaft coupling, in 
different sizes to accommodate the 
job at hand. King bolts occasionally 
break and the farmer is in a bad way 
until this vital member is replaced in 
his wagon. Axle clips come in as- 
sorted sizes and can be bought in the 
straight piece or be bent to conform 
to the axle; you can offer them to the 
farmer in either style. Step pads 
sometimes rust off and become bent 
out of place and break while being 
straightened—another little item for 
this department of repairs. 

Fifth wheels or wagon circles, as 
they are generally called by farmer 
customers, find a reasonable demand 
when the wagon is being overhauled, 
as may be said of wagon box springs, 
seat springs, axles, stubs, thimbles 
and skeins. The latter three articles 
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do not move rapidly, but if you are 
in a position to order them promptly 
for your farmer customers, you will 
render them a real service and make 
a fair profit at the same time. 

Cable chain comes in three stand- 
ard sizes and moves fairly well. 

The large sizes are used for log 
chains, hoists, drag chains and the 
like and for skidding logs. Stake 
chains should not be overlooked, as 
they would be missed if omitted from 
stock. 

Neck yokes and whiffletrees are so 
universal on all farm rigs and im- 
plements that the castings which go 
toward ironing them off for replace- 
ment or for new sets, are very strong 
sellers. For the former there is the 
neck yoke ferrule and ring in two 
sizes of ferrules, there is the heavy 
center iron with ring, staples and 
plates. 


Whiffletree Outfits 


The whiffletree outfits vary accord- 
ing to the idea of the farmer. For 
this purpose you should be able to 
offer him straps and hooks for the 
ends, or ferrules and hooks for the 
same place. If he desires, he can use 
a heavy staple with nuts as well. In 
clevises for ironing off these whiffle- 
trees there is a variety of weights 
and designs in some six or eight pat- 
terns, selling from 15 to 50 cents 
each. Thus, your customer can suit 
his taste and his purse at the same 
time. 

Little neck-yoke stuples come next, 
closely followed by wagon box straps 
in two lengths. Hammer straps, rub 
irons and wagon shoes do not sell as 
fast but should not be neglected. 
Pole caps come in heavy malleable 
and in light steel castings, and are 
both good sellers. 


Iron and Steel 


Passing on from these individual 


HARDWARE AGE 


forgings and castings, our attention 
turns to the contents of the iron and 
steel rack. 

Here you will find round iron, flat 
bar iron, straight and round-edged 
tire, band and hoop iron, sleighshoe 
steel (the latter being used frequent- 
ly to shoe the farmer’s harrow and 
so is not confined to winter sales). 

A substantial anvil, set into your 
cellar floor, with a sledge and cutting 
chisel handy, affords the means for 
cutting to length when called upon to 
do so by your customer, and a suffi- 
cient charge added to the sale, if de- 
sired, pays well for this extra work, 
assuming that your regular charge 
merely covers rate per pound for full 
bar or length. 


Wagon Wood-Work 


We will now take you to still an- 
other department of this repair hard- 
ware, found in the warehouse or up- 
per story of the store proper. 

This comprises the wagon wood- 
work stock, consisting of felloes, «in 
a half dozen different sizes, with as 
many diameters for each size. 

For example, a large farm truck 
may take:a 2 by 2 in. felloe, whereas 
a buggy or light milk wagon will re- 
quire some smaller size, such as 1 by 
1% in. 

For taking care of the wagon 
spokes you will find it convenient to 
build a simple wall rack for the vari- 
ous sizes, which when labelled keeps 
them separate and ready for immedi- 
ate reference for sale or reordering. 

The two spoke types of most regu- 
lar demand are the sarven and the 
wood hub, with an occasional call for 
the shell band. 

Other items of woodwork for this 
department are shafts and cross 
bars, wagon poles and cirdles, and in 
relation to the entire line we would 
make the important suggestion that 
you never order any unusually large 
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stock at one time, lest some of it split 
or warp out of shape from weather 
conditions, thus causing a loss to be 
charged up against the whole line. 

Axe helves, hammer handies, 
sledge, pick, fork and shovel handles 
all belong in this same repair hard- 
ware of the woodwork department, 
and the same caution against exces- 
sive buying is urged. 

Less stock and more frequent turn- 
over is desirable. 


This Line Sells 


You naturally seek to cultivate the 
good-will and the trade of your 
farmer customers, and when it comes 
to a class of merchandise of known 
and steady demand, if you pass it up 
just because it isn’t very interesting 
or particularly easy to stock, to store 
and to handle, don’t you think that 
you may be neglecting one of your 
best opportunities for gaining and 
holding this farmer trade in your 
community. 

When ‘repairs are needed on the 
farm, delay is costly. 

Think it over. 

A happy thought comes to us at 
this moment. 

There is still another class of 
hardware which is closely akin to the 
foregoing and, moreover, you can dis- 
play and sell it more easily. 

This related line consists of rope, 
block and tackles, stable shovels, long 
and D-handled round-point shovels, 
manure forks, spades, emery whee!s, 
vises, post-hole diggers, mauls, staple 
pullers and so on. 

In general the month of April sees 
the farmer in immediate anticipation 
of spring work, and the hardware 
merchant who serves him best along 
the line of preparation will profit 
most. 

Here’s to a hearty cooperation with 
the country’s greatest producer—the 
farmer! 


Signposts to Success: Self-Confidence 


F you do not believe in yourself, 
be very sure that few if any 
others will believe in you. There- 
fore, have a good opinion of your- 
self, but see to it that the opinion is 
justified. And never, under any cir- 
cumstances, cry yourself down. 
Never say or think, “Oh, well, I do 
not amount to much. Nobody notices 
what I do or say. I can never hope 
to make muth of a showing in the 
world,” ete., etc., etc. If you think 
these things and say these things 
about yourself you will actually make 
them come true. A healthy egotism 
is a very good business asset. Peop!e 


who are notably lacking in self-con- 
fidence are usually the ones who are 
fearful of what others will say or 
think of them. Stop wondering what 
people say or think, as long as you 
know in your own heart that your 
acts and your motives are right. 
Self-confidence is the needle of 
your mental compass, and without 
it your life craft will drift, even if 
it is not wholly wrecked. Go slowly 
at first, cultivate serenity, calmness, 
assurance bit by bit. And, above all, 
keep yourself physically fit. To radi- 
ate health is a long step in the direc- 
tion of acquiring self-confidence, al- 


though the mental slant must be 
right, as well. When you feel your- 
self getting nervous, flurried, uncer- 
tain, take some good, long, deep 
breaths of fresh air. You will be 
surprised to see what a helpful effect 
even a few minutes of this exercise 
will have upon you. The mental and 
the physical are too closely allied for 
either to be neglected without injury 
to the other. 

Cultivate health and a good opinion 
of yourself based on fact, and prac- 
tically any height you make up your 
mind to attain is within your reach. 
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Tipe On Making Change 


O MANY of us, change is change. We imagine 
T that the only interest of the customer when 

he presents a $5 bill in payment of a $1.25 
article, lies in getting the $3.75 that’s coming to 
him. That’s another instance -of lack of thought. I 
used to have the same idea until a lady to whom 
I had sold a small granite pan walked over to the 
boss, spread her change out before him and said: 
“See what that new clerk of yours just passed out 
to me. It’s a disgrace.” 

As a matter of fact it was. The pan came to 
20 cents, and she had tendered a $20 bill in payment. 
I had given her two $5 bills, three $1 bills, six 
silver dollars, a 50 cent piece and three dimes. 
Both of the $5 bills were ragged and dirty, and the 
dollar ones probably harbored enough germs to wipe 
out a city. The heavy silver dollars made a load in 
themselves, and there wasn’t a nickel or a quarter 
in evidence. She had the correct change, but she 
also had legitimate grounds for a kick. 

Of course I realize that many hardware stores 
are equipped with systems which delegate the 
handling of cash to the cashier or bookkeeper. 
However, there are thousafids of other stores where 
the salesmen make change from cash registers or 
cash drawers. For the benefit of those salesmen I am 
going to outline a proper method of making change. 

The first thing to do is to make sure that you 
give out clean bills to the customers. Every store 
should make it a point to have new crisp bills on 
hand for this purpose, if possible. Also give new 
bright pennies when making change for a woman. 

When changing a $20 bill, give one $10 bill, one 


$5 bill, four $1 bills or silver dollars, and the 
balance in change. Try to see that the change in- 
cludes a quarter, a dime, and a nickel, as customers 
usually need coins of these denominations. 

If you are in a district where it is customary to 
use silver dollars, instead of $1 bills, do not give 
the customer more than four, using a $5 bill and 
some small change. 

Never give out $2 bills, if you can avoid it, as 
many people object to them, because of the fact 
that they are often carelessly passed out as $1 
bills. 

If you give any gold coins out as change, always 
call the customer’s attention to the fact, particularly 
if $5 gold pieces are included. Unless you do this, 
the customer may pass a gold piece for a nickel or 
some other silver coin. 

Either count the change into the customer’s 
hand, or use a coin pad or coin bowl. It exasperates 
a customer when he or she tries to pick up a thin 
dime from the smooth top of a show case or counter. 

Never fail to count the change aloud as you make 
it, so that the customer can plainly hear your 
count as he views the change. 

Making change properly is just as much a matter 
of store service as the careful wrapping of mer- 
chandise and every time you give real service you 
are building better business. 


crane... 
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Show This to Your Window on 


Here’s Something of an Unusual Nature That 
Will Get the Attention of the Passersby 


ERE is a practical and atten- 

tion compelling idea for a 

window display feature. Take 
some panels of goodly size, large 
enough to hold the articles shown 
in the illustration below, and pro- 
ceed. 

These panels should first be let- 
tered with the necessary words and 
the various articles to be featured 
should then be fastened as incon- 
spicuously as possible in the spaces 
left for them. When the panel has 
been completed mount it in a promi- 
nent place in your window and let 
human nature and mankind’s innate 


curiosity do the rest of the work. 

In order to obtain a good effect 
the articles of hardware used in 
connection with this display should 
not be too large. In this case the 
largest item shown is the mail box 
but you should use the smallest one 
you have in stock. A 6 in. square 
and the handle of a small hatchet 
or hammer should also be used. A 
pocket level could also be used to 
more advantage than the type we 
have indicated. 

Inasmuch as there will no doubt 
be a few spectators who will not 
comprehend the idea at first glance 


it might be well to place a card of 
explanation near the panels. The 
card should read as follows: 
“A Square Deal for Awl 

“The more a store is on the Level 
the Grater its success. That’s the 
Plane truth, and the Key to our 
prestige. We shall be glad to File 
your orders. It is one of our Rules 
to play the Game so that our Cards 
are always in Sight. Phone orders 
or orders from the Mail Box will be 
delivered promptly by the Clock. 
You can take your Pick from the 
lines we Handle and get Reel values. 
You can Bank on us.” 





This sign, displayed 
prominently in your 
window, will be 
sure to get the 
passersby to stop. 
The next step will 
be for them to enter 
and purchase 


AT 


DEAL 
FOR 





Many combinations 
similar to the one 
shown can be 
worked up from 
time to time. Don’t 
overdo it for the 
best idea may be- 
come tiresome if 
overworked 
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Cooperation with Architects Brings $50,000 


in Builders’ Hardware Sales 


Y working closely with the ar- 
chitects of Frederick, Md., 
Seeger’s Hardware Co. sold 

builders’ hardware and kindred lines 
to the extent of $50,000 in 1921. For 
the first five months of 1922 this firm 
sold more than $18,000 worth of busi- 
ness in this line. ‘ 

The plan of sales attack used by 
this firm is to get in touch with the 
architects when the plans are being 
drawn up for new buildings. This 
enables a bid to go through on hard- 
ware at the time the plans are of- 
fered to the builder. The Seeger 
Hardware Co. has a regular series of 
sales letters on builders’ hardware 
which are sent out regularly to those 
who own good lots. A special letter 
is sent to each holder of a building 
permit. 

Sales Letters Sent 


When property suitable for build- 
ing changes hands a letter is sent 
suggesting that when building time 
comes Seeger’s be consulted for ad- 
vice on builders’ hardware. Some of 
the good local orders that have been 
handled by Seeger’s are mentioned. 
Perhaps this new owner and prospec- 
tive builder knew some of the homes 
and office buildings equipped by the 
firm and this serves as a good intro- 
duction and recommendation to the 
prospect. 

If no word is received, a second let- 
ter is sent. Personal calls by sales- 
men help boost this end of the busi- 
ness, and in fact it is the personal 
calls, we are told, that bring in the 


Seeger’s Hardware Co., 
Frederick, Md., Did 
This in 1921 and 
Sold $18,000 During 
the First Five 
Months of 1922 


—Featuring Customers’ 


Names in Displays 





best results and the largest orders. 

One of the most productive window 
displays ever made up by the Ogden 
Hardware Co., Ashland, Ky., is pic- 
tured on this page. Aside from the 
orderly arrangement of stock, the 
most striking article in the window 
is the large placard to the left which 
reads, “We have furnished the follow- 
ing with Sargent hardware during 
1922.” Below this is listed a group 
of fifty local home owners who pur- 
chased their builders’ hardware from 
Ogden during the past year. 

This sign stopped people as a list 
of names offered publicly always will. 
Jones saw that his friend and neigh- 
bor Smith was listed. On their next 
meeting Jones mentioned the fact 
that he saw Smith’s name on a large 
card in the Ogden window. Smith 
immediately told Jones how fine his 


new or renovated home looks, and 
what an improvement the hardware 
bought from Ogden made, and how 
happy his wife is, ete. This sets 
Jones to thinking that. next year’s 
list will probably have Jones’ name 
mentioned as an Ogden builders’ 
hardware customer. 


Two Lines Displayed 

The Ogden Hardware Co. shows 
two large lines in this display, and 
you will note they have used mounted 
panels that show the customer ex- 
actly the way the door set or door 
check or lock looks when in place. 
The manufacturers furnished these 
helps, and J. S. Ogden, president of 
the company, considers them worth 
having for display purposes in the 
window and on the counter. 

The large panel displaying hasps, 
butts and sundry helps features 
these items to advantage. When 
these are scattered about the base of 
the window they are difficult objects 
to see properly, and people ordinarily 
might pass them by. The two small, 
brass door knockers tone up the win- 
dow and make people stop to investi- 
gate. Many of the new homes have 
knockers of small size on each bed- 
room door. They make splendid or- 
naments and are oftentimes useful as 
well. 

The company also sends out circu- 
lar letters offering assistance to home 
owners who may be interested in 
building a new home or fixing up the 
old one. 
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Up-to-Date Records an Aid to ‘Turnover 


Keeping Track of Purchases and Sales Furnishes 
Dealers with Data on Slow Moving Stock 


ing company once arranged 

with his banker for a line of 
credit up to $10,000. He had bor- 
rowed up to the limit and the bank 
carried these loans for eighteen 
months. Then one day he was called 
into the bank cashier’s office and 
asked to reduce the loan, in fact to 
retire the entire amount. “But you 
gave me a line of credit for $10,- 
000,” remonstrated Mr. Treasurer. 
“Yes, we did,” answered Mr. Banker, 
“but we expect you to take your 
notes up once in a while, just to 
show you can do it. Otherwise, you 
would be taking the bank in as a 
partner.” 


FT HE treasurer of a manufactur- 


Borrow for Short Periods 


Money should, as a usual thing, be 
borrowed from the banks solely to 
use in discounting purchases, and 
for a short period only. There are, of 
course, exceptions and emergency 
cases, but under normal conditions 
it is a safe rule to follow. 

In a recent article we took up the 
question of turnover and arrived at 
a method of determining both an- 
nual and departmental. “Now we’ve 
got it, what are we going to do with 
it?” The answer is, “We are going 
to put all this valuable information 
to good use.” 


Analyzing Department Turnover 


Just as the percentage lineup of 
expenses referred to in a previous 
article enabled us to visualize the 
relation of expense to income, so an 
analysis of departmental turnover 
gives a picture of the selling end. 
Having determined the actual move- 
ment of merchandise, it becomes an 
easy matter to find the weak spots— 
to locate the slow moving stocks. A 
wide awake merchant will get down 
to facts and figures. 

Taking his turnover data home 
with him, he will study the move- 
ment of his stocks. Goods that have 
been neither advertised nor displayed 
may be found to have been slow sell- 
ers. Next season they will be fea- 
tured in window displays and news- 
paper advertising. With this data, 
a small dealer can revise his selling 
program and increase his sales. The 
big store manager will ca'l his staff 
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together for a heart to heart con- 
ference. 

Here is builders’ hardware—the 
boss turns to Bill: “Say, Bill, what is 
the matter with us? We sold less 
than last year and I know there were 
more new houses put up, and more 
repair work. We doubled our paint 
business, why not the other? Who 
got that business?” And Bill will 
get out after prospects with more 
determination next year. 


So down the list goes Mr. Hard- 
ware Dealer, taking each depart- 
ment in turn; when he reaches the 
last one, he knows where he is at 
and so will the selling staff. There 
will be more getting out after busi- 
ness in some departments, better 
prepared selling campaigns to inter- 
est the general public in special lines, 
closer follow up of possible prospects 
and more attention to seasonable 
merchandise. 

Turnover possibilities are being 
emphasized by the manufacturers in 
their selling campaigns. A recent 
advertisement of a well known 
hovsehold article called attention to 
a volume of sales totalling at cost 
price $14,000 on an inventory of 
$500. That investment earned big 
money—it was turned over twenty- 
eight times. Idle stocks represent 
id’e money—active stocks are active 
money. Quick turnovers will enable 
dealers to repay promptly money 
borrowed from the banks for dis- 
count purposes. 


Record Keeping Essential 


All this record keeping is going 
to take time—you admit it is worth 
the effort, but who is to keep these 
stock cards and maintain this run- 
ning inventory? . 

The president of a State retail 
hardware association recently went 
on record as saying, “Every hard- 
ware store, big or little, and no mat- 
ter how small, should have a_ book- 
keeper, and a woman is best fitted 
for the job. In a small store she can 
see that the place is kept clean— 
women shoppers will have no hesita- 
tion in coming there and often she 
can wait on them.” 

Keeping track of purchases and 
sales is a simple matter and when 


kept up every day it becomes an easy 
task. 

Each department can be indicated 
by letter or number and the stock 
classified by numbers. We charge 
the department with its purchases 
from the invoice and credit the cost 
of goods sold from the sales record 
—this can be an elaborate system or 
simple, as the business warrants. 
It is another case of debit and credit 
entries. 


Avoid Complicated Systems 


Bookkeeping is taught in the 
schools and once shown, the average 
girl can efficiently handle a simple 
set of books. Avoid complicated sys- 
tems—there are plenty of short cuts. 
It will pay to call in a good accoun- 
tant once in a while—not necessar- 
ily a C. P. A. 

We have discussed the care of our 
cash, the handling of accounts re- 
ceivable and expense; pointed out 
how vital it is that proper records 
of merchandise movements be main- 
tained. There remains the setting 
up of reserves for depreciation on 
furniture and fixtures, delivery 
equipment and certain classes of 
merchandise. 

On furniture and fixtures, Uncle 
Sam will allow you 10 per cent per 
annum—on your auto truck 25 per 
cent, with due allowances should be 
made for damaged or rusted mer- 
chandise. 

These entries are made by debit- 
ing expense and crediting reserve 
for depreciation— 

Expense Ledger—Depreciation, $15 
General Ledger—Reserve for depre- 
ciation, $15. 

Give your jobbing house and your 
good friend, the banker, a financial 
statement every year. This ma) 
keep them from asking for a certi- 
fied statement some day. 

If a Federal income tax inquisitor 
walks in, you will be prepared and 
he will give you a clean bill of health. 
Keep your books up-to-date and you 
will sleep better, live longer, get 
more out of life and greater profits 
from your business. That hardware 
store down on Main Street will be- 
come the merchandising center of 
your town. 
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EDITORIAL COMMENT 


Eazit the “Scare Crow” 


USINESS is hearing too much these days 

B about new conditions. It has a tendency 

to make the business man think that all 

his past experiences and records are obsolete; 

that he must forget all he has learned and start 
an entirely new course in business. 

As a matter of fact, the principal difference 
between present conditions and those existing 
before the war, is that fluctuations and changes 
are now more violent. This is true both as re- 
gards markets and the relationship of capital 
and labor. 

Complaints of the high cost of living extend 
back more than twenty years. It was in 1896 
that prices in general, having declined for thirty 
years after the Civil War, started on the up 
grade. 

Complaints of labor inefficiency date still 
further back. It is not merely within the past 
few years that men have shown an indisposition 
to work. The majority were always so indis- 
posed, but circumstances dictated otherwise, and 
probably will again in due course. 

Even the much heralded “Business Cycle” of 
which we heard so much during the recent de- 
pression, is far from being a new discovery. 
The only thing new about it is its name. We 
formerly called it “the pendulum of business.” 
Economists have now assigned names to the dif- 
ferent sections of the round trip, but neither the 
extent of the trip, nor the period of time can be 
foretold with sufficient exactness to entirely re- 
place the methods of thought of the last genera- 
tion, or even the one before that. 

The war did not change human nature. It 
did, however, afford opportunities for trends to 
manifest themselves more sharply. Sellers have 


had wider opportunity to advance their prices 
because buyers knew less about what was likely 
to happen, or where a market would find its 
breaking point. In the same way prices have 
had a greater opportunity to decline in relation 
to the cost of production. Workmen have had 
more opportunity to exhibit dissatisfaction with 
their wages. 

As time passes, following the great disturbance 
caused by the war, the fluctuations and changes 
in all things will, in all probability, grow less and 
less. The swings of the pendulum will not cover 
so wide arange. But—there will be swings, for 
there were swings long before the war. New 
names should not be allowed to confuse men’s 
minds. 

Immediately after the war there were high 
prices. Then when prices declined, the period 
of high prices was termed “a period of infla- 
tion”. Later when prices rose again we fell heir 
to the term “secondary inflation”. In all prob- 
ability there will be a “tertiary inflation” also. 

The things for business men to bear in mind 
are that they are not facing something ab- 
solutely new and unknown; that instead of ex- 
perience being slated for the discard, it is of 
more value than ever; that records of the right 
kind are worth more now than at any time in 
the past. 

It is not a time to be worried by new names 
for what are merely exaggerated forms of old 
conditions. It is a time for more careful study 
of buying, selling and advertising problems; for 
more consideration of men and methods; for 
more thought and more real work; for more 
merchants and fewer storekeepers. 

It is decidedly time to pay less attention to 
“seare crows” and more attention to business. 
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What Every Hardware Dealer Should Know 


Some Pertinent Pointers for the Man Who Contemplates 
Opening a New Store and for All Dealers in General 


YF WPNUHE hardware dealer who has a 
knowledge and inner under- 
standing of various _busi- 

ness problems has undeniably an ad- 
vantage over those not so well versed 
in the ramifications of ‘business, 
finance and accounting. Incidentally 
he also is in a better position to cope 
with the various contingencies that 
may arise. 

Let us first take probably his in- 
itial problem, namely, that of select- 
ing a location. if this important de- 
tail is left to guess work or worked 
out by rule of thumb method, he will, 
unless extremely fortunate, start off 
under unfavorable conditions. Loca- 
tion experts all agree that one side of 
the street is always more productive 
than the other. That side, all things 
being equal, is usually the one which 
has the benefit of the shade after the 
noon hour, by reason of the fact the 
bulk of business is done in the afte1- 
noon and shoppers favor the shady 
side of the street when engaged in 
the sometimes none too easy task of 
shopping. During the winter months 
this side of the street is also, as a 
rule, favored by reason of its ad- 
vantages over the elements. 


Rules for Location 


In addition to the above, a noted 
location expert gives a few very im- 
portant rules regarding the location 
of new stores, which applied to the 
hardware dealer about to enter the 
competitive field, is extremely valu- 
able. This man has the locating of 
upward of 1000 stores of a noted 
chain and is thoroughly familiar with 
the subject and the hardware dealer’s 
Incation problems. 

The first rule which he gives is an 
analyzation of the population, mean- 
ing by this each location is visited 
more often by one class of persons 
than another. For example, certain 
sections of every city are rarely 
visited by people employed in the 
mills, factories or shops in the out- 
lying districts. Thus we find the 
location of a hardware store catering 
to the class of trade which may buy 
heavy duty tools will be poorly lo- 
cated in the center of the retail shop- 
ping district thronged, as a rule, by 
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women buyers. On the other hand, 
the hardware dealer catering to 
women shoppers with an assortment 
of household and kitchen hardware 
will have a more decided advantage 
than if located in the traffic artery 
of the shop worker. 


Analyzing Your Customers 


The next detail the hardware 
dealer must take into consideration 
is the character of the people who 
populate or trespass certain sections. 
Are these people legitimate custom- 
ers for your wares? Do they depend 
upon monthly or semi-monthly pay 
envelopes, thus buying, other than 
the necessities of life, at this time? 
Is the prospective location in a sec- 
tion over-populated by a distinct 
racial class, and are they legitimate 
customers for hardware such as you 
propose to handle? Next we must 
determine the main industries that 
will surround your location, and if 
women, men, boys or girls predomi- 
nate on the payroll. Perhaps it 
would be well to determine by this 
information just the class of mer- 
chandise you should offer. Incident- 
ally you should take into considera- 
tion the law of supply and demand. 

When locating in a new town it 
would be well to investigate’the pro- 
ratio per population of bank deposits, 
also saving funds and bank clear- 
ances. A town devoid of a generous 
amount of depositors in the local 
banks is one which does not show a 
great degree of prosperity. Should 
the town be well supplied with sav- 
ings institutions and also show an 
abundance of bank clearances, the 
hardware dealer in quest of a new 
location can have no hesitancy in 
making his stand. Another homely 
but wise sign of prosperity is the 
restaurants, for a town populated by 
well-paid residents usually has first- 
class restaurants, signifying pros- 
perity. But, on the other hand, many 
low-priced lunch bars and eating 
rooms denote a low order of pros- 
perity. 


The Purchase Record 


The next thing the hardware 
dealer shall require is a purchase 


March 29, 1923 


record. This is an important item 
consisting of the following function: 
A purchase record will disclose how 
fast or slow various lines of hard- 
ware are moving. This is arrived at 
by entering upon the purchase record 
the date of the purchase and mark- 
ing on the ticket attached to each 
item in stock its equivalent. 

Let us presume the hardware 
dealer purchases a bill of goods from 
his local jobber May, 1922. He en- 
ters this on his purchase ledger page 
9, line 15, and on the ticket he marks 
5-9-15, and, of course, the retail sell- 
ing price. Along about December he 
notices this article still in stock and, 
by referring to “5-9-15” then to his 
purchase record he finds the goods 
were bought in May (five months) 
and on page 9, line 15, the jobber 
from whom he bought them. 


Determining Sales Rapidity 


Another function of the purchase 
record is to determine the rapidity 
of sales of one item over another. 
This is disclosed by referring to the 
purchase record and noting the man- 
ifold entries of one item over an- 
other. And, by the same token, the 
“dead ones” are discovered by ab- 
sence of entries on the purchase 
ledger. The purchase ledger will 
also disclose a comparison of cost and 
selling prices, compared either month 
by month or year to year, for it is 
well to have a purchase record for 
each month if the business will war- 
rant it, or semi-annually, no matter 
how small or few purchases may be 
made. 

Fluctuation of staples is also dis- 
closed by the purchase record as ex- 
amination of entries discloses the 
more rapid sale of some items in the 
hardware dealer’s stock in certain 
periods of the year than others. This 
also will give the progressive dealer 
an opportunity to make his pur- 
chases prior to the advent of the sea- 
son which his purchase record dis- 
closes should be prolific in the sale of 
certain articles. Thus, prepared in 
advance, it will not become necessary 
for him to depend upon belated ship- 
ments nor pay a premium for pro- 
crastination. 
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every birth in your town is a 

golden opportunity for you? 
To keep proper check on the baby’s 
daily weight fairly accurate scales 
must be used, and this opens up the 
first sales possibility to cash in on 
each new arrival. Your local papers 
print vital statistics. Under the birth 
column you will find a list of babies 
born to the parents in your town. 
Make a card index provision for each 
baby born. List, if possible, the 
child’s name, sex, parents, date of 
birth and address. This information 
should be kept handy and available 
for reference so that in later years 
you can use it as a toy prospect list. 

As soon as you see a birth notice a 
letter should be written by you per- 
sonally to the parents of the child of- 
fering your sincere congratulations, 
voicing your interest in the welfare 
of the new citizen and generally ex- 
pressing your interest in the health 
of the mother. 

Following a few words of congrat- 
ulation on the new arrival remind the 
parents that the baby must be 
weighed daily and that each weigh- 
ing should show weight increases if 
the baby is to live and grow into a 
healthy child. Send this letter to the 


H*: it ever occurred to you that 
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Put the Stork 
on Your Pay Roll 


Good Will and 
Profits in 
Loaning Baby 
Scales to 


New Parents 


house by a messenger, who will also 
deliver a special baby scale to be 
loaned the parents for one month. In 
your closing paragraph mention this 
scale and request that it be taken care 
of and returned at the end of a month 
in good condition. Offer to send for 
it at that time. Make a tactful ref- 
erence to your ample stock of scales 
suitable for weighing infants and 
close the letter with a sincere ending. 

Of interest in this connection 
is a new decorated dial baby scale 
made by John Chatillon & Sons, 85 
Cliff Street, New York City. This 
scale has a willow basket, a sturdy 
base and a particularly attractive dial 
design picturing in colors five or six 
infants tumbling about. These babies 
are full of smiles and dimples and 
will lend cheerful atmosphere to the 
nursery or bedroom. This company 
is cooperating with hardware deal- 
ers on baby scales by offering with 
each scale a baby book entitled 
“After My Arrival.” This booklet is 
well illustrated with decorative de- 
signs and figures. Space is provided 





The sale of a scale is only the first 
The parents will soon want all 
kinds of equipment for the new arrival. 


step. 


Make the scale the introduction 


for the weekly entrance of the baby’s 
exact weight in pounds and ounces, 
for photographs, names of first 
friends and other important data on 
the infant’s progress. This book is 
printed in both English and Spanish. 

It would be advisable to obtain 
extra copies of this baby book, so 
that you could give a complimentary 
copy to each family upon the arrival 
of a new baby. When the month is 
up and your scale is due to be re- 
turned you will usually find that 
many people will want to retain the 
scale loaned them, and that you will 
not only have made a sale but will 
have cemented your relations with 
that family indefinitely. Your prof- 
fered friendship and the friendly 
letter will be unexpected and so will 
be doubly welcome and-appreciated. 
Some families, of course, may feel 
unable to invest much in a decorated 
dial scale. To these people you can 
sell a lower priced scale. The firm 
referred to has issued a_ special 
baby scale circular showing a wide 
line of weighing apparatus for the 
infant. 

The dealer’s discount on baby 
scales is approximately 50 per cent 
off list. These scales come in various 
styles and a wide range of prices. 


From Chicago comes the news that a 
baby supply house which rents scales 
has a waiting list that extends over a 


period of four months 
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Show Room De Luxe Demonstrates Display 
Possibilities of Hardware 


New York Display Room of the Stanley Works 
a Model of Artistic and Effective Arrangement 


few show places among its re- 

tail hardware stores. Innumer- 
able reasons might be advanced in 
explanation of this fact, such as the 
unique competitive conditions that 
exist, the high rents, the compara- 
tively small stocks carried and the 
psychological differences of prac- 
tically every section of the city. 
Among the wholesale hardware firms 
in the metropolitan district virtually 
the same condition exists. The num- 
ber of jobbing houses that stand out 
distinctively for artistic or effective 
displays of merchandise may be 
counted on the fingers of one hand, 
and when the counting has been com- 
pleted there will still be fingers left 
over. 

Considering these conditions, it 
would only be natural to assume the 
hardware manufacturers who have 
offices in New York City would at- 
tempt to maintain little more than 
stock rooms and clerical offices. But 
such is far from the case. Most of 
the principal hardware manufactur- 
ers have establishments in New York 
City that are among the show places 
of the country. Methods and systems 
of displaying hardware have been de- 
vised, effects have been achieved and 
ideas have been carried to conclu- 
sions undreamed of a few years ago. 


N¢te YORK CITY has relatively 


A Specific Example 


As practical evidence of this, the 
display room of the Stanley Works, 
100 Lafayette Street, New York City, 
may be cited as a specific example. 
This display room is on the street 
level and is actually a store with dis- 
play windows. 

Entering this display room is 
somewhat like entering a jeweler’s. 
The floorcovering is inlaid rubber tile 
of soft gray and ebony. On clear 
days the room is flooded with sun- 
light, and when the sky is overcast 
electric light, softened and mellowed 
by shades of rich parchment, fills the 
room with a warm glow that har- 


monizes, even more pleasantly than 
the sunlight, with the dark oak panel- 
ing of the walls. 

In the center of the room, and the 
object that dominates your attention 
when you enter from the street is an 
octagonal glass display case set upon 
a dark gray marble base. Within 
this case is a pyramid shelf, fitted 
with tailor precision, with delicate, 
shell-pink silk upon which are dis- 
played the individual products of the 
different factories and subsidiaries of 
the Stanley Works. 


A Fireplace De Luxe 

Directly behind this case, facing 
the entrance, is a genuine fireplace of 
white sandstone, above which the 
oak paneling rises to the ceiling from 
Colonial simplicity to almost medieval 
impressiveness. 

To the right and left of the door- 
way and on either side of the fire- 
place, with ample space between, four 
specially constructed glass show 
cases stand like sentinels in glisten- 
ing armor, bristling and sparkling 
with the essential tools of Twentieth 
Century industry and commerce. 
These cases are as air tight as 
though they were sealed. If a 
visitor wishes to examine one of the 
tools he is given a sample from a 
cabinet. He is also given a screw 
driver and may seat himself at one 
of the beautifully designed rectory 
tables and take the tool apart and 
examine it with comfort and leisure. 
These counter cabinets in which the 
samples are kept for examination 
are, like the wood work, of solid oak, 
beautifully stained and hand rubbed, 
and like the display cases they are 
set upon low, dark gray, marble 
bases. 

In one tools are kept, and in the 
other at the opposite end of the room 
there are fifty-four oak boards num- 
bered and indexed which may be slid 
from their grooves behind the cabi- 
net doors for the purpose of showing 
any number of types, sizes and styles 


of hinges, butts, brackets, and mis- 
cellaneous assortments of wrought 
steel hardware. 


The Wall Displays 


Other items are shown upon velvet 
covered boards mounted behind glass 
doors in the wall. Beneath these 
giass panels is a drop door or cabinet 
door, instead of the usual draw, be- 
hind which are shelves filled with 
small boxes that contain loose 
samples of the items fastened upon 
the panels, so that a visitor may 
examine every article with his hands 
as well as with his eyes. 

A double garage door of solid oak 
and stained to harmonize and blend 
with the oak paneling of the room, 
reveals when it is opened complete 
sets of garage hardware in different 
styles mounted on oak paneling. It 
is set into the wall and lighted by 
festoons of electric bulbs. The pil- 
lars in the wall are even utilized, one 
as a wardrobe, another as a telephone 
booth, another as a miniature lava- 
tory and another for stationary sup- 
plies. 

Every detail and appointment of 
the room has been given the most 
scrupulous attention, so that the 
effect in toto is literally without a 
visible blemish. A. E. Duncan, man- 
ager of the Stanley Works, New 
York office, is to a large extent re- 
sponsible for the effectiveness of the 
displays. The primary purpose of 
the room, he informs visitors, is to 
show what can be done to display 
hardware artistically, and to furnish 
retailers and wholesalers with advice 
and information about display. 

It is perhaps appropriate to say in 
conclusion that the Stanley Works 
extends an open invitation to all 
hardware men who visit New York 
to avail themselves of the company’s 
experience in developing the modern 
art of displaying merchandise by in- 
specting its display room and all that 
it contains. 
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A Storehouse of 
Display Ideas 
for the 


. Hardware Dealer 


Btantey Toot Chests 


The illustration at the 
left gives a_ general 
view of the Stanley 
Works display room. 
The central, octagonal 
case and the four longer 
cases contain samples 
of the products of the 
firm. Above is a close- 
up of a wall display 


The white sandstone 
fireplace, shown at the 
left, and the distinctive 
floor covering add an 
unusual touch to the 
room which is further 
emphasized by the ef- 
fective show cases con- 
taining the glittering 
tools. In the oval is 
one of the firm’s w.i- 
dow displays 








7 y ._ 
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Two Seasonable Ads—A Special Sale 
—Attractive Ad of a Store Department 


Seasonable Items for the Farmer 
No. 1 (two columns by 5 in.) 

The ad shown below was sent us by 
the Buchanan Hardware Co., Richfield 
Springs, N. Y. It was the work of the 
firm’s advertising manager, Miss E. L. 
Porter, and is one of a series devoted 
to farm needs for the spring. It is well 
laid out and easy to read, and while 
it is lacking in an opening talk and copy 
that would give some ideas of the val- 
ues offered, the appeal is nevertheless 
strong because of the complete price 
list. The farmer is enabled to make 
his own price comparisons. 


A Fine Departmentized Ad 


No. 2 (four columns by 11 in.) 

Here is a very forceful department- 
ized ad sent us by the Thomas Con- 
ron Hardware Co. of Danville, Ill. It 
is the*type of publicity that we have 
longtadvocated for the hardware dealer. 
This ‘same type of ad should be de- 
signed for every principal depart- 
ment in the hardware store. In no 
other way can you show your custom- 
ers how complete your line really is in 


any one department. 
FARM NEEDS 


A t FOR SPRING 





Buffalo Incubators 


Farmers Favorite Feod 
.. $30.00 |} v 


Cookers 

4 gal capacity .....$19.00 
{ capacity 29.00 

gal acity 24.00 


120 egg size . 
240 egg siz 
30 egg size ... 


SUGARING SUPPLIES | Bargains in Feed Troughs 

12 qt heavy galvanized || Government Feed 

each ....2$¢ } 5 feet long, 9 i 

$15 per 190 |) 12 inches wide 
Special Price 


Ir 
sap buckets hes di 
Syrup cans, 16 


Sap spouts each .++-$100 


= = = 


: AT YOUR SERVICE 
BUCHANAN HARDWARE Co. 
RICHFIELD SPRINGS, N. Y. 











This lists a number of seasonable 





Thos. Conron Hardware Co. 
—“SELLERS OF GOOD GOODS”— 








Clothes Hampers 


Fine quality willow ciothes 
hampers. with oval shape 
cover as shown, 

priced at 
Large size, splint clothes 
hamper, specially 


| priced at 


Clothes Baskets 
Large assortment of wil- 
low clothes baskets in var- 
ous shapes and sizes, 
‘arge size splint clothes 
askets, 
special 
Shopping Baskets 

You are sure to find the style 

and color shopping basket yu 

have purchased a large stock of 

fancy splint shopping baskets, 

which we can sell, 

° 
Step Ladders 

That old worn-out step- 
ladder ‘s not worth rigk- 
ing; purchase one of these 
¢-foot bolted step ladders 
(Mfd. by “Evan I. Reed 
Mfg. Co, Danvillé), and, 
priced 


Step Ladders 


The housewife who owns one 

would not do without a kit- 

chen step stool; she uses it 

for either stool or step iad 

Ger, It is made very strong and durable (man- 
ufactured by Evan I. Reed Mfg. Co. 

Danville). Special price 2.25 





Clothes Pins 
Superior 4-inch clothes pins, made of the 
best quelity hardwood. Price, 40 
Dina, 2 packages for sees c 











Yolks 4 eggs. 

1 1-4 cups milk. 

Few grains salt. 

1 lemon, 

€ tablespoons suger. 
White of 4 eggs. 

7-8 cup powdered sugar. 

Beat ege yolks slightly, add sugar, 
salt, grated rind of lemon and milk, 
line plate with paste and bulld up a 
Geep fluted rim. Pour in the above 
Ynixture. Bake in = moderate oven 
until set. Remove ple from oven, 
cool and cover with the meringue 
made as follows—-Beat egg whites un- 
till stiff, and powdered sugar and 
Juice drop by drop—This must be 
continue beating while adding lemon 
beaten about thirty minutes to hold 
its shape. 
oven, 


Slightly brown in the 


Pyrex 
These PYRE” pile plates bake the pie 
evenly, prevent burning‘ and give all 
round satisfaction. See the many 
styles and sizes on our PYREX 


Preet ... 79¢ 90e $1.00 





ch - and 


every one of these especially priced articles are from our regular quality stock. Prop- 
er equipment will make your wash day work lighter and give you much more leisure 
time. Supply your needs here at these reduced prices. 


Wash Boilers 
Onr hend- made wash bollers 
tre made of the very best 
rade of material, made to 
last and to give satisfaction. 
Priced from 


No. 2 (medium) galvanised 
tub, 


Wash Boards 
Don’t risk tearing your 
clothes on an old wash 
board when you can get 
one of these well made 


wash board 
special 
Clothes Wringers 


Wringers that are built 


cogs, guaranteed for 
Dall bearing, enclosed 
e 


Folding Clothes 
Rack 


A clothes rack that can 
be folded away In a 
small space when not 
in use. Made of good 


qua ; :) — 
Priced, Aye $2.00 ds ween 
te 


three y 
priced 
S 


The “Rid-Jid” ironing board ts 
well known and liked among 
the modern housewites, First, 
because it is made of goog ma- 
terial; Second, because it will 
not tip or rock while in use; 
Third, because it can be folded away in less 


space than most other froning boarda, $3 75 
° 
“Clothes Line 


109 ft. length of smooth galvanized clothes 
fine wire, special 

















= . 








| 
, 





Here is an exceptional presentation of a hardware department. 


saving and studying 


This ad is worth 


This particular ad is of great inter- is not mentioned in it. It is very ef- 


est to the housewife. There is hardly fectively laid out. The cut on the top 


ttems, about which every farmer will . 
a thing that she uses on wash day that identifies it at a glance, and the open- 


soon be inquiring 
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THE SONG OF THE LAWN MOWER is heard in the land! 


Cutting lawn is a pleasure--providing you're pushing one of 
our new up-to-date Lawn Mowers. | 
No stiff backs—bat easy sailing always. Try one of our 


PHILADELPHIA MOWERS 
Enterprise Hardware Co. 


2218 ATLANTIC 628-300 





An early spring reminder that lawn mowers 
will soon be needed 


ing talk emphasizes several very valu- 
able points, including values offered. 
This opening talk is followed up by 
individual descriptions with prices and 
illustrations. 

We point especially to the illustra- 
tions, as they are just the kind of cuts 
that should be used in a departmentized 
ad. While small, they show the goods 
clearly. 

We would also direct attention to 
the center panel. It is entirely per- 
missible to introduce an unrelated ar- 
ticle in this way, provided the bulk 
of the copy ties up to the heading. 


The Song of the Lawn Mower 


No. 3 (two columns by 5 in.) 

The song of the lawn mower is a 
mighty good line to be introduced in 
this ad, sent us by The Enterprise 
Hardware Co. of Long Beach, Cal. It 
is an early call to the home owner to 
be prepared to take care of lawns that 
will soon need attention. While it does 
not go into detail, and while it does 
not mention prices, it is nevertheless a 
very good type of announcement to 
use for early spring. 

It reminds the man of the house that 
it is time to see how he stands on the 
lawn mower question. A great many 
lawn mowers will have to be discarded 
this year. The hardware dealer who 
makes an early bid for business is go- 
ing to cash in on this replacement trade 
as well as a large volume of new busi- 
ness from those who have acquired 
homes and also from those who have 
moved out into those parts of the town 
where a lawn mower is necessary. 


This Special Sale Made Good 


No. 4 (three columns by 10 in.) 

The Newman Hardware and Stove 
Co. of Columbia, Mo., is responsible for 
this bit of advertising. It lists a num- 
ber of handy items as well as electric 
specialties which every home is in need 
of. For instance, the double socket 
is an article that the hardware dealer 
can boost sales on through featuring 
it in his advertisement. Almost every 
home has need of two or three of this 
type of socket. The same thing is true 
of the dimming socket and such arti- 
cles as hacksaws, pocket snips and pli- 
ers, which are always needed. In other 






words, the choice of 
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items is very 


che ; $1.40, certainly makes a decided appeai 
happy, and it is this careful selection to every type of reader. “si 
of items that has most to do with the 


pulling power of a special sales ad. of your rat or mouse traps, we suggest 


55 





If you want to get the dust off some 










Agency Royal Field 
and Poultry Fence 


PnONE 234 











DOUBLE SOCKETS 
(Electrical) 
Genuine Benjamin Double Socket 
Plugs as pictured 
69c Each 











DIMALITE ADJUSTABLE 
SOCKET 
Saves Current 
Five changes of light. A great 
convenience. Special price— 


Newman Fe 


904 BROADWAY. COLUMB/A.MO 


SPECIAL SALE 





98c Tach 


PLIERS 
High-grade Combination Slip-Joint Pliers; thin nose, 61% inch. 


Red Devil brand. 


Aéumuws. 


59c Each 











f) Agency 
‘eo 
A. B. Gus Ranges 














HACK SAWS 
Frames, as shown 
High grade Adjustable Hack Saw 
Frames, as shown 
$1.19 Exch 


Som 


POCKET SNIP 
Good quality handy Pocket Snip. 
Special price 
$1.19 Each 





















ELECTRIC SMOOTH IRON J 
SPECIAL 
Dover high grade Electric Iron. 
Special price— 
$4.20 





* 












ADJUSTABLE ELECTRIC LAMP 
The Buss Lamp is a lamp of many 
uses, clamps or hangs anywhere; 
also an attractive table or desk lamp. 
Price, $2 











Special price— 







Aeumaws. 

















adage 








The items for this special sale have been chosen with care. 
selection of items that makes a special sales ad more than ordinarily effective 


Getting After the Rodents 


No. 5 (two columns by 4 in.) 

The rat trap ad was sent us by the 
Foster-Farrar Co., Northampton, Mass. 
It is somewhat unusual. Hardware 
dealers are not prone to advertise either 
mouse or rat traps, but the advertiser 
in this case has written a very in- 
teresting and strong piece of copy. As 
a basis he has used the estimated fig- 
ures of food destroyed every year by 
rats, and then he has taken these fig- 
ures and applied them to his local town. 

Any hardware dealer, especially those 
in the smaller towns and in rural com- 
munities, can do the same figuring for 
himself and wake. up his trade to the 
necessity of protection against rodents. 

The opening talk is followed up by a 
complete listing of rat and mouse traps, 
and the price-range, from 5 cents to 


ee 
It is this careful 







you use an ad along these lines. It 
will produce results. 


—Rats— 


are estimated to consume $1.80 worth of food every year. On 
that basis Northampton hoses $40,060.00 a year by rats. 
Why not save this amount? How much damage do rats de 
to your place? 


Why Not Catch’ Them ? 























We have Break Neck Mouse Traps Se each 
Break Neck Rat Traps ert eeeeeorcee Oc cack 
4 Hole Round Mouse Traps ...... ‘ cach 
Round Wire Rat Traps ......<..- $1.40 each 
} Round Wire Mouse Traps ...... ... Se each 
Kill the Rats and Mice 
| FOSTER-FARRAR CO. 
|] 162 Maim Se Neethrpias, Mass 











The advertiser here makes a deter- 

mined attack on rodents and advances 

a mighty good reason for buying 
rat traps 
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CURRENT NEWS 











DIETRICH HEADS NEW | 
NAIL HOUSE IN 
NEW Y YORK 


Dietrich, Scobell & Co. alain 
Metropolitan Market as 
Speciality Jobbers 
A new and strictly wholesale hard- 


ware specialty house has been organ- 
ized in New York under the firm name 





of Dietrich, Scobell & Co., 130 Fifth 
Street, Long Island City, 


jobbing basis, and will sell at whole- 
sale, common, cut and coated nails, wire, 
wire products and roofing. 

Clinton C. Dietrich, president of the | 
company, was with Igoe Bros., New| 


C. C. Dietrich 


York City, for twelve years as sales- 
man, sales manager and _ purchasing 
agent, traveling Brooklyn and Long 
Island, where he is well known in both 
the retail and jobbing trades. He is a 
past chief of the New York Hardware 
Boosters and active in local association 
work. 


Richard W. Scobell, treasurer of the 


R. W. Scobell 


company, is also a past chief of the 
New York Boosters and for the past 
twelve years he was a salesman for 


N. Y. The} 
firm, it is said, will be conducted on a} 


| the large metropolitan insurance com- 
| panies. 





Igoe Bros., covering the metropolitan, | 


| Hudson River and Connecticut terri- | 


tories. Previous to his entrance into | 
the nail business he was with the Rus- 
sell & Erwin Manufacturing Co., New | 
York City. 

Arthur V. Lowenhaupt, vice-presi- | 
dent and secretary, had charge of orders | 


ALADDIN LINE TAKEN 
OVER BY LANDERS, 
FRARY & CLARK 


Well Known Line of Aluminum 
Ware to Be Made and Sold 
by Connecticut Firm 
Landers, Frary & Clark, New Brit- 


| ain, Conn., have completed negotiations 





A, V. Lowenhaupt 
and stock at J. K. Larkin Co., New | 
York City, for the past seven years. | 
Previous to that he was cashier and 
bookkeeper for eight years with one of 


Whitman_& Barnes to Move New 
York Office 


The Whitman & Barnes Manufactur- 
ing Co. will transfer its New York of- 
fice and warehouse on May 1 from 64 
Reade Street to new and more com- 
modious quarters at 99 Chambers 
Street. This location will afford in- 
creased accommodations and facilities 
for the carrying of larger stocks of 
“Ww & B” twist drills and ‘reamers, 
thereby enabling the company to render 
a most complete service in the Eastern 
district. 

Frank W. Oliver, manager in charge, 
with a corps of salesmen, will represent 
the company’s interests as heretofore. 


Death of J. T. Bombaugh 


John Thomas Bombaugh, for fifty 
years a commercial traveler in the 
hardware field, passed away at his 
home, 7130 Luella Avenue, Chicago, 
Ill., on March 12. Mr. Bombaugh had 
just completed his twenty-seventh year 





with the Allerton-Clarke Co. of Chi- 
cago and was widely known through- | 
out the trade. 


J. Douglas Law Co. Moves 


The J. Douglas Law Co., Springfield, 
Mass., hardware and sporting goods, 
for nearly twenty-eight years located 
at 262 Main Street, has moved to a 
new store at 203 Worthington Street. 
The firm is made up of J. Douglas Law, 
Lewis S. Swan and A. A. Tanner. It 
2 ed added a line of paint to its 
stock. 





| merchandise store at Somerton, 


with the Cleveland Metal Products Co., 
Cleveland, Ohio, for the purchase of 
the trade name, good-will, patents, dies, 
tools, fixtures, etc., of the Aladdin line 
of aluminum ware manufactured by 
the Cleveland company. Henceforth 
this line will be manufactured by the 
New Britain concern, and sold in con- 
junction with their “Universal” line of 
aluminum ware. Messrs. Caird, Dold 
and Males of the Aladdin sales organi- 
zation have already joined the New 
Britain organization, and others will 
follow. 


Wells Corporation Official Name of 
New Consolidation 


The name of the holding company of 
the recent merger of the Frank O. Wells 
Co., Inc., Greenfield, Mass., the Amer- 
ican Tap. & Die Co., Greenfield, Mass., 
and the Williamsburgh Mfg. Co., Wil- 
liamsburgh, Mass., is the Wells Corpo- 
ration instead of the Wells American 
Tool Corporation, as first announced by 
the holding company. 


H. T. Scott Joins Whitman & Barnes 
as New England Representative 


Harry T. Scott, formerly sales man- 
ager of the Detroit Twist Drill Co., has 
resigned to become New England rep- 
resentative of the Whitman & Barnes 
Manufacturing Co., Akron, Ohio, manu- 
facturers of twist drills and reamers. 
His headquarters will be at Hartford, 
Conn. Mr. Scott is a New Englander 
by birth, and the early years of his 
business life were spent with several 
prominent New England manufacturers 
in both the mechanical and sales de- 
partments. 


Philadelphia Retail Store Changes 
Ownership 


George L. Gillum and Samuel N. 
Woods have purchased the retail busi- 
ness of I. M. Rothenberger, 7159 Ger- 
mantown Ave., Philadelphia, Pa. Mr. 
Rothenberger has purchased a — 

a 


where he is now located. 


Fire in Concord, N. H. 


A fire which started in the Capital 
Hardware Co., Concord, N. H., store 
last week spread to other stores in the 
same block and to other property, caus- 
ing an aggregate loss of $175,000 to 
$200,000. The Capital Hardware Co.’s 
loss is estimated at $100,000. 
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Seymour Mfg. Co. Closes Maine 
Axe Plant | 


The Seymour Manufacturing Co., | 
Seymour, Ind., is about to ee | 
the manufacture of axes and scythes 
at its plant at Oakland, Maine. It will | 
transfer the production of grass hooks, | 
sickles, bread knives and other small 
tools to its Seymour, Ind., plant, which 
is being enlarged to accommodate in- 
creased production. The company will 
continue to manufacture scythes until 
the end of the present season, and will 
be in a position, it is said, to fill any | 
orders that may be placed for these 
articles. 

Axes and scythes are said to have 
teen manufactured at the Maine plant 
for seventy-five years. “The steady | 
decline in the volume of the axe and 
scythe business throughout the country 
as a whole,” the company states in its 
announcement, “together with the 
great increase in the cost of labor and 
of materials that enter into them, have 
made it impossible for us to continue 
the production on a profitable basis.” 





J. Russell & Co. Incorporates 


A certificate of incorporation has 
been issued to J. Russell & Co., Inc., 
with a capital stock of $500,000. The 
new corporation has taken over the 
hardware business of J. Russell & Co., 
Holyoke, Mass. The officers of the new 
corporation are: Henry L. Russell, 
president; Robert H. Russell, vice-pres- 
ident; and Newton H. Russell, treas- 
urer. 








M. J. Lacey Assistant Manager of | 
| 


Pyrex Sales Division 


M. J. Lacey has been appointed as- 
sistant manager of the 


Pyrex Sales Division, for the past ten 
years. This appointment, it is stated, 
is in accordance with the policy of the 
company to develop from within its 
own organization. 

Mr. Lacey joined the Pyrex Sales 
Division when it was first organized 








M. J. Lacey 


seven years ago and has since repre- | 
sented the firm in important terri- | 
tories. His headquarters will be, as 
heretofore, at Jefferson, Wis. 


Pyrex Sales | 
Division of the Corning Glass Works, | 
Corning, N. Y. He has been associated | 
with Will J. Hedges, manager of the | 


Dunbar Brothers Co. Purchased by | 
Wallace-Barnes Co. 


The Dunbar Brothers Co., Bristol, 
Conn., springs, has been purchased by 
the Wallace, Barnes Co. Wallace, 
Barnes Co. was one of the originators 
of the Dunbar Brothers company in 
1859. 

| 


New Auto Encyclopedia 

The thirteenth edition of ‘“Dyke’s 
Automobile and Gasoline Engine En- 
cyclopedia,” published by The Good- 
heart-Wilcox Co., Inc., 2009 South 
Michigan Ave., Chicago, Ill., has re- 
cently been issued. The book has been 
entirely rewritten, re-arranged, newly 


| illustrated and enlarged. 





Firm Has Private Golf Course for | 
Employees | 


The annual banquet of the Mac- | 


| Gregor Golf Club, an organization com- | 


posed of employees of the Crawford, | 
McGregor & Canby Co., Dayton, | 
was held recently. Addresses were de- 
livered by members of the company and | 
guests. The Crawford, McGregor & 
Canby Co. maintains a private golf 
course for its employees. 


Record Breaking Paint Sales 
in New England 


Word has been received from 
Boston to the effect that the pros- 
pects for paint sales for the com- 
ing season are far in advance of 
expectations, and that present 
business is of a record breaking 
nature. It is stated that the 
number of stock orders placed 
by retail hardware dealers is 
fully three times as large as the 
best previous record for the first 
three months of any year. 





Cleveland Wrought Products In- 
crease Their Capacity 


Brisk business is being experienced 
by many manufacturers among whom 
is the Cleveland Wrought Products 
Co. of Cleveland, of which Charles L. 
Wasmer is president. This company | 
has found it necessary to erect a new | 
building adjacent to the present fac- 
tory, the new building being 112 by 60 
ft. and containing two stories. This 
building will be used exclusively for 
stock, so that a greatly augmented 
complete stock may be carried to assure 
immediate deliveries of all sizes of 
their products. An additional heat- | 
treating room 60 by 40 ft. is also being | 
equipped to handle the larger volume | 
of business the Cleveland Wrought 
Products Co. is doing and expects to 
continue doing. 


| the 


H. O. ROBERTS RESIGNS 
Retail 


Hardware Ass’n. to Leave Asso- 
ciation Work August 1 


Secretary of Minnesota 


H. O. Roberts, secretary-treasurer of 
the Minnesota Retail Hardware Asso- 
ciation, has placed his resignation be- 
fore the executive committee to take 
effect Aug. 1. Mr. Roberts plans to 
make his home some place on the Pa- 





cific Coast after an extended tour 
H. O. Roberts 
through the West and Yellowstone 


| National Park, following his resigna- 


tion. 

Mr. Roberts started in the hardware 
business at Dennison, Ohio, in Janu- 
ary, 1877. During his first year in busi- 
ness he subscribed to The Iron Age 


| and later to the HARDWARE AGE, and 
| has been a constant reader for forty- 


six years. Mr. Roberts plans to leave 
Minnesota association in such 
shape that his successor will be able 
to take charge of a clean slate. 

“My more than eleven years with 
the Minnesota Retail Hardware Asso- 
ciation has been the most delightful 
and the happiest time in my life,” Mr. 
Roberts says. “I have never enjoyed 
anything so much as my work with the 


| Minnesota retail hardware men, and no 


one has ever had finer cooperation. I 
never did anything that was harder for 
me to do than to tell the hardware men 


| that I felt I needed a change for my 


own good.” 


Etna Co. Drill Set 


The Etna Co., Taunton, Mass., 
putting out a very neat linen envelope 
containing their No. 18 set of carbon 
steel jobbers’ drills for hand and breast 
drills. The envelope contains a linen 
folder upon which are strung neatly 
nine drills. 


18 
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Mennen Sales Policy Recognizing Jobbers’ Service Sus- 
tained by Court of Appeals — Trade Commission 


HE Federal Trade Commission 
in its time has taken many a lick- 


ing at the hands of the courts, 
but never before has it been so sound- 
ly spanked as by the United States 
Circuit Court of Appeals, Second Cir- 
cuit, which has just reversed the com- 
mission’s decision in the Mennen case, 
in which, in effect, it held that manu- 
facturers must sell their goods to all 
comers at the same price and with the 
same discounts, allowances, etc., pro- 
vided the same quantities are pur- 
chased. The commission’s decision— 
which would have been epoch-making 
had it been sustained—would have 
proved a solar plexus blow for the 
wholesaler and would have placed a 
weapon in the hands of the chain stores 
with which they could have speedily 
eliminated the independent retailer. 
The Circuit Court of Appeals, how- 
ever, has squarely reversed the commis- 
sion’s ruling and holds that a manu- 
facturer is engaged in an entirely pri- 
vate business and has a right “freely 
to exercise his own independent discre- 
tion as to whether he will sell to whole- 
salers only or whether he will sell to 
both wholesalers and retailers, and if 
he decides to sell to both has the right 
to determine whether or not he will sell 
to retailers on the same terms he sells 
to wholesalers.” The court, further- 
more, definitely holds that the Mennen 
company in classifying chain stores as 
retailers, notwithstanding the large vol- 
ume of their purchases, was entirely 
within its rights. The court also pre- 
sents a definition of a wholesaler, in 
which it recognizes the service rendered 
by the jobber which, it is said, clearly 


Squarely Reversed 


WASHINGTON, D. C. 
March 26, 1923. 
By W. L. CROUNSE 


differentiates him from the retailer, ir- 
respective of any other consideration. 


A Momentous Opinion 


Officials of the Department of Jus- 
tice as well as the Trade Commission 
are studying this decision with the live- 
liest interest, and while it is possible 
that the commission eventually will 
carry the case to the United States 
Supreme Court, it is the best opinion 
here that the Court of Appeals will 
finally be sustained. The decision is 
also attracting the attention of senat- 
ors and representatives in Congress 
who are in the city, and it is believed 
it will have a decidedly favorable in- 
fluence upon the campaign now on foot 
to secure legislation legalizing the 
maintenance of resale prices. 

In view of the widespread interest in 
this important decision it may be well 
to review the facts in the case which, 
as summarized by the Circuit Court of 
Appeals, are as follows: 

“The petitioner is a corporation or- 
ganized under the laws of the State of 
New York, with its principal office and 
place of business in the City of New- 
ark in the State of New Jersey. It is 
engaged in the business of manufac- 
turing and selling taleum powder, tooth 
paste, shaving soap and various other 
toilet articles, causing the same to be 
transported to purchasers thereof from 
the State of New Jersey into various 
other States of the United States and 
foreign countries in direct competition 
with other persons and corporations 
similarly engaged. It is hereinafter 
referred to as the respondent. 


“The Federal Trade Commission on 
April 15, 1920, filed a complaint against 
the respondent and subsequently an 
amended complaint on Jan. 27, 1921. It 
alleged that respondent had adopted a 
plan for the allowance of trade dis- 
counts in the marketing of its prod- 
ucts; that in pursuance of such plan 
respondent has and continues to class- 
ify its customers into two groups ac- 
cording to a basis of selection adopted 
by it, and has allowed and does allow 
to purchasers of the same quantity and 
quality of its products different dis- 
count rates according to the classifica- 
tion of such purchasers by respondent. 

“It is further alleged that this prac- 
tice of varying discounts, irrespective 
of quantity and quality, tends unduly 
to hinder competition between distrib- 
utors of respondent’s products to re- 
tailers or directly to the consuming 
public. It is also alleged that by rea- 
son of the facts recited, the respondent 
is using an unfair method of competi- 
tion in commerce, within the intent and 
meaning of Section 5 of an Act of Con- 
gress entitled, ‘An Act to create a 
Federal Trade Commission, to define 
its powers and duties, and for other 
purposes,’ approved Sept. 26, 1914. 

“It is further alleged that the vary- 
ing discount rates allowed by the res- 
pondent are a discrimination in price 
between purchasers of respondent’s 
commodities for use, consumption or 
resale within the United States and the 
District of Columbia, the effect of which 
may be to substantially lessen compe- 
tition in the distribution of respon- 





(Continued on page 71) 
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WEEKLY SUMMARY 


Freight Conditions Improved—March Sales Encouraging— 
Advances Expected 


ELIEVED congestion in the freight terminals, the removal of many embargoes, and better 
car movement have added materially in improving the general tone of the hardware market 
throughout the country. Shipments are close to normal—in point of time. With more de- 
pendable railroad shipments jobbers are able to order and promise their local deliveries with 


more certainty. 


Due to unsettled weather conditions in many parts of the country retail sales have been 
somewhat limited, though March sales are said to be ahead of February business. Jobbers 
are discouraging further advances and are advising dealers to anticipate future needs now. 

Retail stocks appear to be small but well balanced. Wholesalers expect shortages in 
spring goods, as many factories working to full capacity are oversold. 

Rumors of possible price advances for mechanics’ tools, edge tools, tires, and metal 
specialties are heard from various market centers. 


NEW YORK 


Local Comments 


f bones verdict of a Supreme Court justice in a test case 
recently declared the New York State Tax Exemption 
Act as unconstitutional, and offered the opinion that all 
back taxes, with compounded interest, should be paid up by 
all those who own or owned supposedly tax-exempt dwell- 
ings. Local jobbers report that the newspaper announce- 
ment of this verdict has halted many building programs 
in the Metropolitan area. With the suspension of partly 
finished homes have come many caneellations for builders’ 
hardware and supplies, and some builders have tempo- 
rarily laid off their entire working staff. Local authori- 
ties are of the opinion that the suspension of building 
and its necessary buying are merely temporary. They also 
believe that a higher court may offer a revised official 
interpretation, or that new legislation will declare the 
necessity of emergency measures which will adjust the 
matter to general satisfaction, of those concerned. Failing 
to do this, the jobbers say, may mean a curtailment of 
the present building boom, which has just started. This, 
of course, will be reflected in closer buying of builders’ 
material. 

The freight situation is said to be much relieved, and 
terminal congestion is no longer causing much embarrass- 
ment to local wholesalers. Shipments are much prompter, 
and are subject to less embargoes. Continued good weather 
will, it is thought, improve buying conditions generally. 


Price News 


| grates indicate that jobbers are discouraging price 
advances, and are, wherever possible, carrying the 
brunt of increased costs, without adding to their resale 
prices. This is being done, it is said, to keep the market 
in a healthy and stable condition. Wholesalers express 
the opinion that it may be impractical for them to carry 
these added costs indefinitely. Dealers report that un- 
settled weather conditions for the past sixty days has 
handicapped retail sales. There are but few price changes 
announced this week by local jobbers. Among the more 
important are: 

Solder has advanced 2 cents per lb. (This is the second 
recent advance.) 

Upholstery nails with brass heads have advanced 10 per 
cent. 

Cabinet locks have advanced 10 per cent. 

Cotton gloves in the different grades are now quoted 
from 13 to 18 cents per pair. 

Miller spring and revolving punches are said to have 
advanced about 15 per cent. 

Some jobbers have announced a 10 cents per keg ad- 
vance on wire nails, which brings the current quotation 
up to $4.15 base per keg. 


i ; Mi :kaway pattern axes icker, 30 : 0 to 30 and 5 pe 
Automobile Accessories. -— Weather . yu oe gay ey ory: le ker, 30 and 10 to 30 and 5 per 
it; ‘ . 3 to 4-1D., 3.40 3.20 > ZL. BS; ° P 
conditions being favorable, local dis- 3% to 4%-lb., 75 per doz. net; Lag screws, 30 and 10 to 30 and 5 
tributor x lar 1 4 to 5-lb., $20.25 per doz. net. per cent. 
tors e pect wr ascites bes auto Connecticut pattern axes, 3 to 3%- Semi-finished hexagon bolts, fy and 
tools, luggage carriers, warning S1g- b., $19 per doz. net. smaller, 60 to 60 and 10 per cent; 
nals, tires, tubes and other accessories. Hatchets, full polished, half and larger and thicker, 55 to 50 and 10 
. shingling, No. 1, $18.80 per doz.; No per cent. 
There - rumors that tires and _ 2, $19.40 per doz. Seenes*s tivute: 50 te 86 and 20 per 
may advance, due to rising costs o " = . cent. 
e bbe d itt fabri . Bolts and Nuts. Fair stocks and Hexagon machine screw nuts, iron, 
UOKEF BNE COLLON TANFL. steady demand characterize this line. 45 per cent; brass, 60, 10 and 5 to 70 


Axes and Hatchets.—Advances are 


Jobbers’ quotations, f.o.b. New York: 
Square nuts, \4-in., 


per cent from new list. 
Toggle bolts, steel bright finish, 


or 


l6c. to 17¢c. per 


expected, and jobbers are recommending Ib.: Wein., 15e, to 16¢. per Ib.; %-in., jer Gaui. ya 
that dealers place orders now for future 13¢. to 14c. per Ib.; y-in, 12c. to 13c. Stove bolts, steel bright finish, 75 
per lb.; %-in., to 12c. per Ib.; to 75 and 5 per cent. 


deliveries. &-in., 10c. to lle. 


Jobbers’ quotations, f.o.b. New York: to 10c. per Ib. 
Ordinary grade handled axes, 3 to 4 


lb., $17 per doz. net; 3% to 4%-Ilb., 


Common carriage bolts, % x 6-in. 
and smaller, 25 and 10 to 25 and 5 cent; *% to %-in., 70 per cent; }4 to 


per lb.; %-in., 9c. Iron rivets, 50 to 55 per cent. Solid 


copper rivets, 25 per cents 
Lock | washers, 7# to %-in., 70 per 


$17.50 per doz. net; 5 to 5%-Ilb., $18.50 per cent; larger and thicker, 25 and l-in., 70 per cent 
per doz. net; 4% to 5%4-lb., $18.50 per 
doz. net; 5%-lb. solid, $19 per doz. 
net. 30 and 10 to 30 and 5 


10 to 25 and 5 per cent. 
Machine bolts, % x 4 and smaller, per cent. 


Expansion bolt shields, 65, 10 and 5 


5 per cent; larger Screw anchors, 75 and 10 per cent. 
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Clam Hooks.—It is a little too early 
to expect much for this line. Jobbers 
look for a good demand, and are pre- 
pared with adequate stocks. 


Jobbers’ quotations, f.0.b. New York: 
Clam hook or digger, solid steel, 

4 flat tines, 26-in. handle, $10.55 to 

$11.40 per doz. Same with 6 round 

tines, 26-in. handle, $13.25 to $14.25 
per doz. 

Clipping Machines.—It is said that 
within two or three weeks the demand 
for clipping machines is likely to in- 
crease. Present buying is rather 
limited, stocks are fair and prices firm. 

Jobbers’ quotations, f.o.b. New York: 
Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, $1; 

No. 361 bottom plate, $1.50; dealers’ 

discount, 25 per cent f.o.b. New York. 

Stewart ‘electric clipping machine, 
all standard voltages, hanging type, 
$85, f.o.b. Chicago; pedestal type, $85, 

f.o.b. Chicago; dealers’ discount, 25 

per cent. 


Fruit Jar Rubbers.—The demand is 
steady, though not very large at pres- 
ent. Stocks appear ample, and prices 
are unchanged. Indications are that 
there will be a big demand in proper 
season. 


Jobbers’ quotations, f.o.b. New York: 
Fruit jar rubbers, 80 to 85c. per gr. 
Prices vary according to grade, and 
also in different sections of the city. 

In 12 gross lots, 75c. per gross. 

Garden Too's.—There has been a 
steady demand for garden tools for 
many weeks. It is thought that retail 
sales will improve now that the weather 
appears settled. Jobbers say that deal- 
ers will be looking for reorders in about 
three weeks. Spading forks are ex- 
pected to be particularly active for the 
next three weeks. 

Jobbers’ quotations, f.o.b. New York: 

Spading Forks.—Boys’ size, 4 solid 
steel angular tines, iron D handles, 
$8.35 per doz. Adults’ size, 4 11-in. 
angular tines, malleable D handle, 
strap ferrule, $10.25 per doz. Same, 
better quality, $12.25 per doz. Same, 
with wood D handle, $16.53 per doz. 
Same, with heavy wood D handle, 
$18.25 per doz. Fork with 5 11-in. an- 
gular tines, wood D handle, strapped 
ferrule, $21.40 per doz. Same, with 
malleable D handle, $19.20 per doz. 
Subject to 5 per cent additional dis- 
count for bundle lots. 

Manure Forks.—Malleable D handle, 

4 12-in. oval tines, strap ferrule, 

$12.25 per doz. Same, with wood D 

handle, $14.85 per doz. Fork with 5 

12-in. oval tines, wood D handle, 

strap ferrule, $18.25 per doz. Fork 

with 6 12-in. oval tines, wood D 

handle, strap ferrule, $20.45 per doz. 

Extra heavy manure forks, 4 oval 

tines, 15-in., strap ferrule, wood D 

handle, $18.85 per doz. Same, with 

4 diamond tines, 15-in., $18.85. Extra 

heavy fork with 5 oval tines, 16 in. 

long, strap ferrule, wood D handle, 
$24 per doz. Extra heavy fork, with 

5 diamond tines, 16 in. long, strap 

ferrule, wood D handle, $33.25 per 

doz. Subject to 5 per cent additional 
discount for bundle lots, 

Malleable Iron Rakes —S§ teeth. $3.70 
per doz.; 10 teeth, $3.95 per doz.: 12 
teeth, $4.40 per doz.; 14 teeth, $4.80: 
16 teeth, $5.25. Toy rakes with 6 
teeth, 4-ft. andles, $3.60 per doz. 
Steel garden rakes, polished, 10 teeth, 
$7 per doz.; 12 teeth, $7.70 per doz.: 

14 teeth, $8.45 per doz.: 16 teeth, $9.20 

per doz.; 18 teeth, $9.85 per doz. Steel 

gravel rakes, with 16 short teeth. 
$11.21 per doz. Extra heavy road 

rake, 6-ft. handle, steel teeth, 14 

teeth, $12.43 per doz.; 16 teeth, $13.17 

per doz. Steel bow rake, light pat- 

tern, made of one piece of steel, 12 

teeth, $7.25 per doz.; 14 teeth, $7.50 

per doz.: 16 teeth, $7.85 per doz. 

Hay Forks.—Two oval tines, 12 In. 
long, 5-ft. bent handle, plain ferrule, 
$11.05 per doz. Straight handle. 6-ft. 
strap ferrule, $13.10. Fork with 3 
oval tines, 12 in. long, straight 4%4- 
ft. handle, $11.05 per doz.; 5-ft. bent 
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handle, $12.20 per doz.; 6-ft. bent 
handle, $14.15 per doz. 

Garden Hoes.—Shank hoe, -riveted 
steel blade, assorted 6%, 7 and 7% 
in., 4%-ft. handle, $4.14 per doz. 
Shank hoe, solid or assorted steel 
blades, 6 to 8 in., 44%4-ft. handle, $6.92 
to $7.69 per doz. 

Floral Spades.—Solid steel round 
point, iron D handle, $7.16 per doz. 
Garden sets range from $10.71 to 
$23.18 per doz. 

Garden Trowels.—6-in. solid socket, 
— steel, grip handle, $6.75 per 
oz. 


Lawn Mowers.—As the season ad- 
vances it is thought that lawn mowers 
will be a busy item. The present orders 
are somewhat limited. Prices are firm 
and stocks fair. 


Jobbers’ quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable 
bearings, 8-in. drive wheels, 12-in., 
$5 each; 14-in., $5.30 each; 16-1n., 
$5.60 each. Ball bearing mowers with 
9-in. drive wheels, 4 blades, 12-in., $8 
each; 14-in., $8.30 each; 16-in., $8.65 
each; 18-in., $9 each. Ball bearing 
mower, 10%-in. raised open drive 
wheels, 4 tempered steel blades, reel 
6 in. in diameter, 14-in., $9.25 each; 
16-in., $9.75 each; 18-in., $10.25 each; 
20-in., $10.85 each. 


Mechanics’ Tools—There is a good 
demand for various hand tools, and 
jobbers appear to have adequate stocks. 
There is a considerable rumor relative 
to possible adjusted advances. 


Jobbers’ quotations, f.o.b. New York: 
Claw Hammers.—No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 

No. 2 size, $12.12 per doz. 

Machinists’ Hammers.—8-oz., $8.40 
per doz.; 12-0z., $8.40 per doz.; 16-o0z., 
$8.60 per doz.; 20-o0z., $9.45 per doz. 

Hand Drills.—Steel frame, nickel 
plated, cut gears, black enamel, 
length 1 in. without drill points, $2.30 
each. Same, large size, length 12% 
in., $2.42 each. Same, black enamel 
frame, 12% in. long with 8 drill 
points, $2.28 each. Same, solid steel 
frame, detachable steel handle, hol- 
low end handle, partly nickel plated, 

11 in., no drill points, $1.91 each. 

Breast Drills.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., $3 each. Same, ball 
bearing, malleable iron stock, chuck 

* and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 

Bit Holders.—Extension model, pol- 
ished steel, made to follow %-in. bit 
and larger, packed 1 in a box, 12-in., 
$1.40 each; 15-in., $1.43 each; 18-in., 
$1.45 each; 24-in., $1.55 each; 30-in., 
$1.65 each. 

Nails.—Some of the local wholesale 
houses advanced wire nails 10 cents 
per keg. Stocks are bare'y ample. 
Prices are very firm, with a very active 
demand. 

Jobbers’ quotations, f.0.b. New York: 

Wire nails, $4.05 to $4.15 base per 
keg. Blued wire nails, 34 fine, $5.65 
net per keg. Cut nails, $4.35 base per 
keg. 

Wire nails and brads in small lots, 
70 and 10 to 75 per cent off list. 

Roofing nails. 1 x 12, per 100 Ib., 
$7.25 for galvanized and $5.25 plain. 

Wholesale prices vary in different 
parts of the city. 

Poultry Netting.— Shipments are 
much improved this week, relieving 
somewhat the tension in the local mar- 
ket. A very active demand continues, 
and jobbers still feel that there will be 
shortages. 

Jobbers’ quotations, f.0.b. New York: 

Poultry netting, galvanized after 
weaving, takes a discount of 50 per 
cent: an extra 5 per cent is allowed 
for factory shipments. ‘ 

Square mesh, 2 x 2. $5 per 100 sq. 
ft.: 3 x 3, $5.25 per 100 sa. af 4x 4, 
5.50 per 100 sq. ft.: 6 x 6, $6 per 100 

‘ Ss BF 50 per 100 sq. ft. 

4c. per sq. ft. for narrower 
than 24-in. and wider than 48-in. 
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Rubber Hose.—The demand for rub- 
ber hose is somewhat improved. Stocks 
are ample and prices appear steady, 
though rising cost of cotton fabric may 
affect further advances, it is said. 


Jobbers’ quotations, f.0.b. New York: 
Rubber garden hose, ‘‘Good Luck”’ 
brand, 11%c. per ft. ‘‘Milo’’ 
12%c. per ft. “Bull Dog” brand, lic. 
per ft. 


Sash Cord.—In line with the steady 
advances in cotton, some distributors 
in this section have made a slight ad- 
vance on cotton sash cord. The demand 
is strong, but stocks are light. 


Jobbers’ quotations, f.o.b. New York: 

Cotton sash cord, 49c. to 50c. bas: 
per lb. 

Prices vary according to grade and 
og also in different sections of the 
city. 


Screen Wire.— Improved shipping 
conditions have been a big factor in 
handling screen wire. Prices are firm, 
and the demand is very active. 


Jobbers’ quotations, f.o.b. New York 

Screen Wire.—Black, 12 mesh, $2.15 
extra, 1l5c. 100 sq. ft. on less than 
24 in. Competitive grade, $1.90 to 
$2.20; extra, 15c. per 100 sq. ft. less 
than 24 in., and 15c. for 100 sq. ft. for 
half rolls. 

Dull Finish.—Zinc coated galvan- 
ized cloth, 12 mesh, $2.65; 14 mesh, 
$3.15; 138 mesh, heavy, $4.90. Extra 
same as black. 

Bright. 12 x 13 mesh, $4 to $4.10 
X H 10 mesh, $5.60 to $5.75; 14 mesh 
$4.30 to $4.35. Extras, less than 24 
in., 15c. per C; over 48 in., 60c. per C 

Copper.—14 mesh, $6.75. Extras, l5c. 
less than 24 in. No. 50 ft. rolls. 

Bronze.—14 mesh, $7.25; 16 mesh. 
$7.75 to $7.85. Extras same as copper. 


Screen Door Hardware.—The current 
demand for screen door hardware is 
rather limited, but jobbers anticipate a 
good spring business. Prices are firm. 


Jobbers’ quotations, f.o.b. New York: 

Screen Door Catches.—Cast iron. 
diamond bolt with knob and lever 
handle, reversed bevel bent strike. 
outside plate 1% x 3% in. for doors 
% to 1% in., dark bronze, $2.75 per 
doz. Extra heavy catch, with knob 
and lever handle, outside plate 1% x 
4% in. for doors % to 1% in. thick, 
wrought steel, bronze plated or an- 
tique copper finish, $7.35 per doz. 
Wrought bronze in plain highly pol- 
ished or antique copper finish, $14.85 
per doz. 

Mortise Screen Door Night Latches. 
—Lever handle for inside, knob for 
outside, lock case 3 x 2% in., front 
38% x 4% in., reversible 2 steel keys, 
for doors % x 1% in., steel trim, iron 
front latch, bronze plated or antique 
copper finish, $12.25 per doz. sets; 
bronze trim, with bronze front latch, 
— or antique copper finish, $18 per 

OZ. 

Screen Door Sets. — Consisting of 
one pair 7-11 hinges, one door pull, 
one gate hook and eye, complete with 
screws, japanned finish, $2.50 per doz. 
sets. 

Spring Hinges. — Loose pin steel 
japanned, 3 x 2% in., $1.75 per doz. 
pairs. Cast iron with steel spring, 
3-in. japanned, $1.35 per doz. pairs. 
Cast iron, 3-in. japanned, double act- 
ing, not adjustable, $2.85 per doz. 
pairs. Wrought steel. oil tempered 
coil spring, bronze plated, antique 
copper or dull brass, with screws, 
$2.75 per doz. pairs. 

Door Pulls.—Wrought steel, 514-in., 
bronze plated, dull brass or antique 
copper, $4.25 per gross. Cast iron, 
japanned. 6-in., 49c. per doz. Door 
pulls, with plate. wrought steel, beve! 
edge plate, 7 x 2% in., pull 5 in. long: 
bronze, antique copper or dull brass 
finish, $1.90 per doz. 

Screen Door Checks. — Rubber 
bumper, cast iron spindle, 85c. per 
doz. 

Screen Door Spring. — Japanned 

9-in., $2.64; 10-in., $3.36: 11-in., $4.68: 
12-in., $5.28; 13-in., $6; 14-in., $7.92 
per doz. less 40 and 10 per cent. 
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Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Ill., March 24. 

1 = few price changes were re- 
ported in the last issue but dis- 
tributors in this section have an- 
nounced several during the past few 
days. They are for the most part in- 
creases which follow the general up- 
ward trend of the market and are ad- 
vances that have already been put on 

the jobber some little time ago. 

A much more optimistic attitude is 
being taken toward business in the 
third and fourth quarter. A-short time 
ago reliable sources would not make 
any predictions covering the last two 
quarters of the year although they felt 
that good business would continue for 
the first six months and possibly hold 
longer. Now, they feel less hesitancy 
in saying that the outlook seems to be 
very bright for the last half of the 
year. 

While domestic consumption and de- 
mand for merchandise started strongly 
enough to materially increase produc- 
tion it has grown to such proportions 
that it was felt there might be a break, 
but due to the Ruhr situation a new 
angle has been added to the complex 
problem. When the production of the 
Ruhr district was getting into a good 
swing the competition was being felt 
in this country. Many mills and 
fabricators were buying from Europe 
and a great deal of the manufactured 
material was being shipped to the 
United States. Now with the Ruhr 
activities almost at a standstill, this 
country is turning again to domestic 
sources for supply and it is found that 
foreign countries who no longer can 
secure their material from Europe are 
seeking the United States. This not 
only increases our domestic consump- 
tion but adds a great deal of foreign 
export business to the already large 
volume. As the situation in the Ruhr 
Valley is likely to be disturbed for 
sometime, it will mean that our pro- 
duction activities will not only go for- 
ward at their present heavy volume 
but more than likely will be increased. 
This of course, means a good last six 
months of the year. 

Judging from the heavy demand 
from ail the territory tributary to this 
market it is felt that better business 
will be enjoyed right along. The de- 
mand for merchandise keeps steadily 
increasing. Retailers are making large 
merchandising plans for spring trade. 
The shortage of certain lines is becom- 
ing acute and in such cases higher 
prices usually prevail. The demand 
for sporting goods of all kinds for the 
spring trade is enormous. There is no 
charge in the builders’ hardware situ- 
ation. Factories are not making any 
improvement in their schedules and 
stocks are far from complete. The wire 
situation show no signs of early re- 
covery and if building operations open 
up any stronger with warmer weather 
the delay that will be experienced can 
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not be safely estimated. This is not 
true of hardware alone, but applies to 
all building material lines. 

Very fine business, is the report of 
those in this section and with good 
weather for the putting in of crops a 
most profitable summer and fall can 
be expected. 


Alarm Clocks.—The famine in nickel 
alarm clocks still exists. Higher prices 
no doubt will prevail at a later date. 
Deliveries are slow. Orders are ac- 
cepted by makers only at prices ruling 
at date of shipment. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots, $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots; 
Blue Bird, $18.96 in doz. lots, $18.36 
in case lots; Bunkie, $20.88 in doz. 
lots, $20.16 in case lots; Lookout, 
$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 
in case lots. 


Autemobile Accessorie s.—Some 
makes of tires have been advanced 10 
per cent. Sales are expected to be ex- 
ceptionally large; in fact, orders are 
now coming in in excellent volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45e. 
each; lots of 100, 4lc. each; Champion 
Blue Box Line, 53c. each; A. C. Titan, 
58e. each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights. — Anderson No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Motormeters.—Standard, $7.50 each; 
Universal, $5.60 each. 

Horns.—E. A. Electric (Ford), $4.00 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
&85c. each; National Standard, No. 21, 
$1.20 each. 

Pumps. — Rose, 1%-in. cylinder, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30x3% non-skid 
fabric, $8.35 each; Cord, $10.85 each; 
Gray inner tubes, 30x3%, $1.35 each; 
red inner tubes, 30x3%, $1.80 each. 

Non-Freeze.—Alcohol and Glycer- 
ine, 70c. per gallon. 


Axes.—March prices for current or 
fall shipment are the same which have 
been ruling for the past several months. 
An advance of 50 cents per dozen is 
quoted effective on orders placed after 
April 1. Future sales are starting in 
good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
$13.50 doz. base; double bitted, $18.50 
doz. base: good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to 
grade of handle. 


Bicycles and Tires.—Although the 
season has not opened, factories are 
hopelessly behind. The demand is so 
brisk that it is becoming difficult to 
obtain deliveries from the factories. 
Manufacturers have made further ad- 
vances in prices. 

Bolts and Nuts.—All makers ad- 
vanced prices March 1. The market is 
exceptionally firm. and no _ further 
changes are expected immediately. 
Local jobbers continue to accept busi- 
ness at prices quoted as follows: 








We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware.—The situation 
is unchanged. Manufacturers are 
booked to capacity with orders. The 
demand for builders’ hardware was 
never so great as it is at the present 
time, and there unquestionably will be 
a shortage. Many factories are only 
accepting orders at prices ruling date 
of shipment. Local stocks are pretty 
~<vell broken. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 34%x3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.24 per doz. pr.; 4x4 
steel butts, old copper and dull brass 
finish, in case lots, $4.44 per doz. pr.; 


heavy bevel steel inside sets, case 
lots, $7.20 doz.; steel bit-keyed front 
door sets, $1.75 per set; wrought 


brass bit-keyed front door sets, $3.40 

per set; cylinder front door sets, 

$7.50 per set. 

Baseball Goods.—Business thus far 
has surpassed all records and the total 
volume to date makes it the biggest 
baseball goods season in history. There 
is now a shortage in Louisville Slugger 
baseball bats. 


Chains.—The market is firm, stocks 
are complete, and sales are very active. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.75 per 100 lb.; American coil chain, 
50 per cent off list; No. 00, 4% electric 
welded cow ties, $2.85 per doz. 


Coaster Wagons and Sleds.—Jobbers 
report they are booking good sled busi- 
ness for future delivery. Coaster 
wagons continue to ve in excellent de- 
mand. The business for 1923 will be 
exceptionally large. 

Copper Rivets and Burrs.—Copper 
is very strong and sales are active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 35 per cent discount. 
Cutlery.—Orders are coming in free- 

ly and sales are quite good. Some 
manufacturers of flat cutlery have 
withdrawn prices and are issuing new 
schedules. A pocket knife shortage is 
already in sight. Scissors, shears and 
clippers are selling in very good 
volume, ry 

Eaves Trough and Conductor Pipe.— 
Prices are much’ firmer, and a very 
satisfactory business is being booked. 
Spring shipments are going out very 
fast. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 29-gage 5-in. tap joint 
gutter, $4.75 per 100 ft.; 29-gage 3-in 
conductor pipe, $4.75 per 100 ft.; 29- 
gage, 14%x8 in. ridge roll, $4.00 per 
100 ft.: 29-gage 3-in. conductor el- 
bows, $1.55 per doz. 

Field Fence.—Orders are coming in 
freely at the new advanced prices, and 
from all indications, sales will be ex- 
ceptionally good. Mills are sixty days 
behind and stocks are broken. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 62 per 
cent discount from lists. 
Files.—There is some talk of ad- 

vancing prices. Some manufacturers 


ee 
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have announced higher prices, but they 
have not yet become general or changed 
the local market. Sales are excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 


Fishing Tackle.—Indications are that 
there will be a shortage. Prices on silk 
and cotton lines are higher. 

Galvanized Ware.—Local prices have 
advanced about 10 per cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized water pails, 8-qt., $2 doz.; 10-qt., 
$2.25 doz.; 12-qt., $2.45 doz.; 14-qt., 
$2.75 doz. ; galvanized wash tubs, No. 
1, $6.2 5 doz.; No. 2, $7 doz.; No. 3, 
$8.25 doz. 


Garden Hose.—Dealers are ordering 
out seasonable goods earlier this year. 
Jobbers report that factories are be- 
hind on orders and shipments are very 
slow. Some jobbers are unable to get 
delivery on orders placed last October. 
Local markets have not yet followed 
the general advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two-ply molded 
hose, 9% to 12%c. per ft. %-in. Wor 
hose, 8% to 10c. per ft.; -in. 
wrapped hose, 13'%c. per ft. 

Glass Oven Ware.—Business con- 
tinues to be very satisfactory. Prices 
are unchanged. The new nursing 
bottles are selling well. 


We quote 
f.o.b. Chicago: 
Bread Pans.—No. 
No. 214, $12 doz. 
Casseroles.—Round, 
doz.; No. 168, $14 doz.; 
doz.; No. 184, $14 doz. 
err —Oval, No. 193, $12 doz.; 
No. 194, $16 doz.;: No: 197, $14 doz. 
Nursing Botties.— Narrow neck, flat 
shape and wide mouth, 4-0z., (nar 
row neck only) 80c. per doz.; all 
styles, 6-0z., $1.60 per doz.; 8-oz., $2 
per doz.; 10-0z., $2.40 per doz. 
Pie Plates.—No. 202, $6 doz.; No. 
208, $7.20 doz.; No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, No. 


232, $14 doz. 


Glass and Putty.—Replacements are 
slow, the market is firm and the de- 
mand is increasing daily. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 


212, doz. ; 


$12 
$12 


$7.20 


No. 
No. 


167, 
183, 


$8 doz.; 


from jobbers’ stocks, 
Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Putty, 100 Ib. kits, 
$3.65; commercial putty, $3.60; Gla- 
zier’s Points, Nos. 1, 2 and 3, one 
doz. packages, 65c. 
be- 


Hammers.—Manufacturers are 
hind with their orders. The cheaper 
grades, especially, are scarce and show 
a tendency to advance. Prices are firm 
on all grades. 

We 

f.o.b. 


jobbers’ stocks, 
No. 11% first quality 
nail hammers, $12 per doz.; 12-o0z. 
Ball Pein, $9 per doz.; Competitive 
forged nail hammers, $8 per doz.; 
cast steel hammers, $5 per doz. 


Hatchets.—The situation as to 
hatchets is about the same as last re- 
ported. Stocks are complete, and the 
demand continues to be heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $13.75 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
Competitive forged shingling hatch- 
ets, No. 2, $9.90 doz. 


Hickory Handles.—Prices are strong 
and the demand is heavy. Replace- 
ments from the manufacturers are 
slow. 


quote from 


Chicago: 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory Handles—No. 
1 hickory axe handles, $3 per doz.; 
No. 2, $4 per doz.; finest selected sec- 
ond growth white hickory handles, $6 
per doz.; special white second growth 
hickory, $4.50 per doz.; No. 1 hatchet 
and hammer handles, 90c. per doz.; 
second growth hickory hatchet and 
hammer handles, $1.40 per doz. 


Hinges.—While there has been no 
change in price on hinges since last 
reported, the market is very firm, and 
a large volume of business is being 
booked by both the manufacturer and 
the jobber. Local stocks are in fairly 
good shape. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.02; 5-in., $1.24; 6-in., 
$1.70; 8-in., $2.80; 16-in. we $4. 30 per doz. 
pairs. Extra heavy T hinges in 
bundles, 4-in., $1.56; 5-in., $1.65; 6-in., 
$2.05; 8-in., $3.51; 10-in., $5.10 per doz. 
pairs. 


Ice Cream Freezers.—Prices remain 
unchanged. Business is reported as 
being very satisfactory. Spring orders 
have been shipped and were reported 
to be fairly heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago Peerless and Alaska, 
1-qt., $2.95; 2 -qt., $3.45; 3-qt., 
4-qt., $5, less 20- 10 per cent. 
Mountain, %-qt., $3.50; 1-qt., 
2-qt., $5.70; 3-qt., $6.90; 4-qt., 

: §8-qt., $13.50; 
$21.60, less 50 per 
, $3.80; 2-qt., 


$4.60; 
y es 80; 6-at., $8.60; 
50 per “cent. 


3- otk., 
5.45; ; 8-qt, 
$11. 10, less 
Incubators.—Although the manufac- 
turers have been working on night 
shifts for over sixty days, they are 
about six weeks behind with their 
orders. Dealers continue to specify 
freely. 


We quote from 
f.o.b. Chicago: Incubators, 
discount from all lists. 
Lawn Fence and Gates.—Orders are 

very good and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Lawn fence, 58 per 
cent discount; galvanized gates, 45 
per cent discount; painted gates, 55 
per cent discount. 


Lawn Mowers and Grass Catchers.— 
There has been a tendency on the part 
of a great many dealers to increase 
their specifications on lawn mowers, in 
anticipation of the heavy demand that 
is expected this season. Manufactur- 
ers continue to work to capacity, and 
a possible shortage may be expected 
later on. 

We 


jobbers’ stocks. 
35 per cent 


from jobbers’ stocks, 
f.o.b. Chicago: 12-in., $5.20 each net; 
14-in., $5.50 each net: 16- -in., $5.85 
each net; 18-in., $6.20 each net; ball 
ba -aring lawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheels, 
finished in gold, ‘aluminum and blue. 
14-in., $7.50 each net; 16-in., $7.80 
each net; 10% -in. raised open drive 
wheel, 4 tempered steel blades, reel 
6-in. diameter, finished in aluminum, 
gold and green, red and gold striped, 
$9.50 each net. Some, 16-in., $9.95 
each net; some, I8-in., $10.45 each 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjust- 
able heavy iron bottom, white duck, 
for mowers 12 to 16-in., $9 per doz. 
net; same for mowers 16 to 20-in., 
$10.50 per doz. net. 


Nails.—Some firms are asking $3.80 
per keg for nails, however, local job- 
bers’ prices for the most part are still 
holding at $3.65. There continues to be 
a shortage of some sizes. Jobbers re- 
port they have fair stocks on hand of 
standard sizes, but deliveries from 
mills at present are slow, and indica- 
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tions do not point to much improve- 
ment. The largest mill is said to be 
two to four months behind on their 
delivery schedules. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.65 per keg base. The extra for 
galvanized nails is now $1.50 for 1-in. 
and longer; $2 for shorter than 1-in. 


Paints and Oils.—Linseed oil has ad- 
vanced 3 cents per gal. Turpentine 
has declined 4 cents. There was no 
change in local markets. Prices are 
firm. 


We quote from jobbers’ 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 
i per gal.; 5-barrel lots, $1.15 per 


gal. 
Linseed Oil.—Boiled, 


stocks, 


barrel lots, 


— per gal.; 5-barrel lots, $1.17 per 


gal. 
Turpentine.—Barrel lots, $1.73 per 


gal. 
Denatured Alcohol.—In barrels, 4fc. 
per gal. 
White Lead.—100-lb. kegs, 
per lb.; 50-lb. kegs, 14% 
25-1b. kegs, a ae per Ib.; 
kegs, 15¢e. per Ib. 
Dry Paste.—In barrels, 6%4c. per 
oods) + $4.25 


Shellac.—(4-lb. 
per gal.; orange, $4 per g: 

English Venetian i: barrels, 
$3.50 to $6.75 per 100 Ib. 


Roller Skates.—Prices are higher. 
and goods are scarce. Sales are ex- 
ceptionally large, and another advance 
is expected. Factories are behind on 
orders, and local stocks are low. 


14ee, 
per lb.; 
12%-lb. 


Rope.—Sales show a liberal increase. 
Prices are unchanged. Current orders 
are good. Spring orders are going out 
early and in heavy volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 18%c. to 20%c. 
per lb.; No. 2 manila rope, 17c. to 
18%c. per lb. base; so-called hard- 
ware grade manila rope, 17%c. per 
lb.; No. 1 sisal rope, highest quality, 
standard brands, 14%c. to 16%ec. per 
lb. base; No. 2 sisal rope, standard 
brands, 13%c. to 15c. per Ib. base. 
Sash Cord.—Sales are very active. 

Manufacturers are exceptionally busy 
and are talking of another advance, due 
to cotton advances and large demand 
due to building. 


We quote 
f.o.b. Chicago: 
$10.80 per doz. hanks; No. 8, 
per doz. hanks. 

Screen Doors.—A large volume of 
business is expected this spring. Prices 
are unchanged. 

We 
f.o.b. 
$28.80 per doz.: 


from jobbers’ stocks, 
No. 7 standard brands, 


$12.50 


quote from jobbers’ stocks, 
Chicago: No. ‘241, 2’6 x 6'6, 
2’8 x 6'8, $21.75 per 

doz.; 2’10 x 6'10, $22.80 per doz.; 3 

= Y, $2 3.80 per doz. No. 296, 2 x 6, 

$27.15 per doz.; 2 x 8, $28.20 per doz 

2x 10, $29.65 ‘per doz. ; 3 x 7, $30.65 
per doz. 

Shearing and Clipping Machines.— 
The season has been somewhat back- 
ward. Good shipments are expected to 
go out shortly. The early demand 
from the South has been very heavy. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 ball- 
bearing clipping machine, $10.75; No 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealer’s discount 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80; pedestal type, $85; dealer's 
discount 25 per cent. 


Screws.—While there has been no 
change in price there are some of the 
manufacturers who have intimated that 
prices might stiffen. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list; 
flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 
cent new list. 


Solder and Babbitt Metal.—Solder 
and babbitt metal advance 2 cents per 
Ib. Prices on all metals are very 
strong. 


We quote from_ jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $32 per 100 lb.; medium 45-55 
solder, $31 per 100 lb.; tinners’ 40-60 
solder, $30 per 100 1b.; high speed 
babbitt metal, $22 per 100 lb.; Stand- 
ge No. 4 babbitt metal, $12 per 100 


Steel Goods.—Requests for early 
shipments are coming in from all sec 
tions, which indicates that dealers ex 
pect a strong demand, and want to fore- 
stall any possible shortage in the mar- 
ket. Factories are behind on their 
orders and unable to run on regular 
schedules on some goods because of the 
mills inability to ship steel promptly. 

Stove Pipe and Elbows.—Prices are 
very strong with future advances ex- 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, March 24. 


|S Spsmagraend speaking, the volume of 


new business booked by the job- , 


bing trade during the past week, shows 
a slight falling off. The retail trade, 
however, is actively pushing jobbers 
for merchandise on order, consequent- 
ly the wholesale market has the usual 
active appearance. In justice to the 
jobbers, it is pointed out again that 
although more seasonable weather is 
being experienced, railroad embargoes 
are as bad as ever. These embargoes 
have their bearing on merchandise 
from the manufacturing plant to the 
over-the-counter point. The _ retail 
trade cannot, therefore, expect the job- 
bing house to rub a brass lamp and 
secure all the goods required. As near 
as real students of the New England 
transportation can figure, the first half 
of 1923 will have turned before the 
railroads and express companies. will 
be back on anything like a normal 
basis. 

Jobbers, to use a slang expression, 
are bending over backwards in efforts 
to secure goods on order. Manufactur- 
ers, naturally, have certain limitations 
with the shortage of labor and mate- 
rial. They cannot do everything in ten 
minutes. Necessarily, they are mak- 
ing statements regarding the probable 
delivery of certain merchandise that 
are fairly heartbreaking to the jobbing 
trade. Things will work out all right 
in the end. A little fortitude on the 
part of everybody associated with the 
hardware industry is necessary, how- 
eve,r for a solution of our business 
troubles. 

Possibly the best news available in 
this district the past week is the im- 
provement in retail business. It is not 
confined to the hardware trade, dry 
goods, grocery, and in fact, all retail 
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pected. Some manufacturers have al- 
ready withdrawn from the market. No 
reduction seems possible this year. 
Orders are ahead of all previous 
records. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage 6-in. Nested 
Blued Pipe, l4c. per joint; 30-gage 6- 
in. Nested Blued Pipe, 13c. per joint; 
28-gage 6-in. Blued Corrugated El- 
bows, $1.50 per doz.; 30-gage 6-in. 
Blued Corrugated Elbows, $1.35 per 
doz. 

Steel Sheets.—Local stocks are still 
complete, but delays in shipment must 
be expected later on. Mills are booked 
with orders far ahead. Many of the 
independents have advanced prices still 
more than the Steel Corporation ad- 
vance recently reported. For the pres- 
ent, local prices remain as quoted: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 lb.; 28-gage black 
sheets, $5 per 100 lb. 

Wire Goods.—There unquestionably 
will be a shortage of poultry netting 
and wire cloth this spring. Nearly all 
of the large producers of these two 
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merchants noting an improvement. 
People, the laborers, particularly, have 
saved money. It only needs a little 
sunshine and green grass to create a 
world of good feeling an an open 
pocketbook. Price changes in the 
wholesale market were few and far be- 
tween the past week. Those announced 
are of secondary importance. Special 
interests, who make a study of such 
things, say it would not surprise them 
if the upswing in values has reached 
a resting point, at least. They do not 
anticipate lower prices for a long time, 
but they figure manufacturers, as a 
rule, have adjusted their manufactur- 
ing, selling and other costs sufficiently 
to care for production schedules this 
summer. 

Automobile Accessories. — Several 
makers of tires and tubes have fol- 
lowed the lead of the United States 
Tire Co. and have marked up prices 10 
per cent. Jobbers’ quotations on such 
merchandise have been lifted as much. 
Automobile accessories are beginning 
to show signs of greater activity. The 
lawmakers of Massachusetts are seri- 
ously considering a tax on gasoline of 
1 cent or 2 cents a gallon. If such a 
law is enacted, it is not believed it will 
have any influence on the use of auto- 
mobiles or the sale of accessories. 
Usually, of late years, when a thing 
costs more, the general public wants it 
more than ever. 

Axes.— Although not active, the 
movement of axes out of Boston job- 
bing stocks is remarkably good for 
this time of the year. Buying for im- 
mediate delivery in the individual case 
is in small lots, but in the aggregate 
it amounts to many dollars and cents 
each week. In addition, to passing re- 
quirements, retail dealers are placing 
some remarkably good orders for de- 
livery later in 1923. 
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items are out of the market for the 
time being, having more orders booked 
than they can possibly fill. There con- 
tinues to be a heavy inquiry for hog 
and cattle wire. Some advances have 
been reported on wire, but local prices 
are still unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.55 per 100 lb.: catch weight 
spool galvanized cattle or hog wire, 
$4.20 per 100 Ib.; 80-rod spool galva- 
nized hog wire, $3.67 per spool: No. 9 
galvanized plain wire, $4.15 per 100 
lb.; polished fence staples, $3.85 per 
100 Ib.; catch weight spools painted 
barb wire, $3.85 per 100 Ib.; 12 mesh 
black wire cloth, $1.90 per 100 sq. ft.: 
12 mesh galvanized wire cloth, $2.20 
per 100 sq. ft.; galvanized before 
poultry netting, 55 per cent discount: 
galvanized after poultry netting, 50 


per cent discount. 

Wheelbarrows.—Prices are strong 
and further advances expected. De- 
mand is very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 4, Tubular, $6.50 
each; No. 14, Steel tray and leg, con- 
tractors’ barrow, $6 each; Competi- 
tive grade, steel tray, $4 each; Com- 
mon wood, bolted, $3 each; Steel leg, 
garden barrows, $5 each. 


We quote from jobbers’ stocks: 

Axes.—Single bit, $14.50 per doz. 
base; double bit, $19.50. With han- 
dles, single bit, $18.75 per doz. 

Barbed Wire.—Although admitting 
they have few immediate needs, retail 
dealers are pressing jobbers for deliv- 
ery on barbed wire on order. Mills are 
not optimistic regarding shipments to 
jobbers, but it is intimated that if 
everybody “holds their horses” the situ- 
ation will right itself, possibly sooner 
than anticipated. 

We quote from Boston jobbers’ 
stocks: 

Barbed Wire.—Glidden, common and 
two-piy wire, galvanized, in car lots, 
$3.65 per 100 Ib.;; in less than car lots, 
$3.90. Waukegan, common and two- 
ply. 80-rod reels, $3.19 for large and 
$3.40 for small lots: two-ply ewisted, 
$2.68 for large and $2.86 for small lots. 
Baseball Goods.—Jobbers’ stocks of 

baseball bats.and some of the other 
lines coming under the head of base- 
ball goods are down to unusually small 
proportions for March. It grows more 
and more evident there will not be 
sufficient of bats to go around this sea- 
son and there appear possibilities of 
shortages in other lines. 





We quote from Boston jobbers’ 
stocks: 

Bats.—Louisville Sluggers, assorted 
designs, $16.20 per doz.;: Junior Slug- 


gers, assorted designs, $7.20; H. & B 
branded. Professional League, $12; 
burnt oil finish, $10.80;; King of Field, 
taned, $7.20: Junior League, $3.60; 
Cracker-Jack, $2. 

Gloves. — Fielders’ gloves, $6 to 
$30.50 per doz:; first basemen’s mitts, 
No. 604, $21.50 per doz.; No. 608, $29; 
No. 622, $38. Catchers’ mitts. No. 569, 
$11.50 per doz.;: No. 274W, $18.50;: No 


578R, $25.75; No. 577, $26.50; No. 592, 
$75. 
Chest Protectors.—No. 90%, boys’ 


25.75 per doz.; No. 920, big league 
size, $46. 

Basebalis.—Per dozen, Dandy, 80c.; 
Boys’ Favorite, $1.65; Young America, 
$2: Junior League Special, $2.50; 
Junior League, $3.50; Boys’ League, 
$4: Dollar Lively, $6: Professional 
League, $8; Hardwood League, $12; 
National League, $14.59. 
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Biacksmith Supplies.—There has 
been a further marking up in the price 
of axles, but prices for blacksmith sup- 
plies otherwise have not changed. Busi- 
ness in this branch of the heavy hard- 
ware trade holds well, running as it 
does far above that of a year ago. 


We 
stocks: 

Anvils.—Standard 
Ib. 

Axles.—Square bed, drawn bed and 
one-piece, under 2%-in., 15c. per Ib.; 
square bed, drawn and one-piece, 
2%-in. and 3 in., 15c. per 1b.; coach 
bed axles, 1l6c. per Ib. 

Springs.—Common wagon and car- 
riage springs, 12c. per lb. base. A 
discount of lec. is allowed the retail 
trade. 

Horseshoes.—We quote from job- 
bers’ stocks: Standard makes in 100- 
Ib. kegs to dealers in Maine, New 
Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7 per keg 
base. Base prices are for No. 2 or 
larger. To Connecticut blacksmiths 
and consumers the base price is $6.75 
per 100-lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 
per keg; track side weights, $11.75; 
toe weights, $10.25; steel shoes, $8.75; 
toe creased, 99.35; side wear, $9.25; 
calked, $9.25 extra light calked, 
$9.75; iron ‘countersunk, 7.75; steel 
countersunk, $9.50; tips, $8.75; light, 
driving, $8.75; featherweights, $8.75; 
all assorted shoes, 50c. per Keg extra. 

Welded Toe Calks.—Dull, $2.25 per 
box; sharp, $2.50; blunt heel, $2.50; 
sharp heel, 2.50. 

Nails. — Horseshoe, Reliance and 
Brighton and Crown, No. 5, $5.40 
per keg; No. 6, $4.90; No. 7, $4.70; 
No. 8, $4.55; Nos. 9, 10 and 11, $4.40; 
Leader, No. 5, $5.05 per keg; No. 6, 
$4.70; No. 7, $4.50; No. 8, $4.35; Nos. 
9, 10 and 11, $4.25. When less than 
25 lb. of a size is wanted, an extra 
charge of ic. a pound is made. 

Rasps.—Heller, 70 and 10 per cent 
discount; Superior, ete., 75 per cent 
discount; Stokes, 75 per cent dis- 
count. 


Bolts and Nuts.—Last week’s up- 
ward revision in bolt and nut prices 
has had no visible influence on business. 
Demands made on jobbers are heavy, 
as heretofore, and more or less uneven- 
nes sin local stocks is cropping up all 
the time. As a result some back-order- 
ing is goigg on all the time. In certain 
quarters it is believed the 1923 con- 
sumption of bolts and nuts will exceed 
that of 1922 by at least 100 per cent. 


We quote 
stocks: 

Bolts.—-Machine bolts with H. P. 
nuts, % x 4 in., shorter and smaller 
cut threads, 30 and 5 per cent dis- 
count; larger and longer, 30 and 5 per 
cent discount; with C. T. & D. nuts, 
25 per cent discount; tap bolts, list; 
common carriage bolts, 25 per cent 
discount; Empire tire bolts, 45 per 
cent discount. Stove bolts, 65 and 5 
per cent discount; bolt ends, 30 per 
cent discount; tire bolts, 45 per cent 
discount. 

.—H. P., all kinds, list; C. P. 
all kinds, $1 off list; check 

s, list; semi-finished hexagon nuts 
yx-in. and smaller, 60 and 10 per cent 
discount; larger, 50 and 10 per cent 
discount; semi-finished case-hardened 
nuts, 50 per cent discount. 


quote from Boston jobbers’ 


makes, 18c. per 


from Boston jobbers’ 


Bottles.—No slackening in the de- 
mand for bottles is noted. Brisk buy- 
ing has been in vogue since the manu- 
facturers put up prices, say the job- 
bing houses. Nothing like going busi- 
ness has ever before been expeirenced 
during the first quarter of a year. 

We 
stocks: 

Bottles.—Thermos and Universal, 
brown, pints $1.75 each, quarts $3; 
green, pints $2, quarts $3.25; plain 
nickel, pints $8, quarts $4.50; corru- 
gated nickel, pints $2.75, quarts $4.25. 


quote from Boston jobbers’ 
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Fillers. — Pint sizes, $1.10; 
sizes, $1.75. 

Discount.—25 and 10 per cent 

All-Steel.—Stanley, pints, No. 503, 
$6.75 list; larger sizes, No. 504, $7.50; 
No. 505, $1 2.50. 

Discount. —30 per cent. 


Builders’ Hardware.—The local hard- 
ware trade is somewhat disturbed over 
a dispute which has come up between 
labor! and master builders regarding 
a new scale of wages. An agreement 
has not been reached between the par- 
ties interested, but no strike orders 
have been given. What the outcome 
will be is problematical. Certain it is 
that some very important construction 
in greater Boston has been held up 
pending a settlement of the question. 
Other parts of New England are watch- 
ing developments here with more than 
passing interest. Considering the situ- 
ation the sale of builders’ hardware is 
wonderfully good. 

Carpet Sweepers.—A good spring 
business in carpet sweepers has been 
booked by the jobbers. Evidently the 
retail trade is preparing for a lot of 
good old-fashion opring house cleaning 
trade. 


We quote from Boston jobbers’ 
stocks: 


Carpet Sweepers.— Grand Rapid, 
japanned, $44 per doz.; nickeled, $48; 
Standard, japanned, $36; Universal, 
japanned, $42; nickeled, $46; Ameri- 
can Queen, $54. 


Clocks.—The clock supply situation 
does not appear to clear up very rap- 
idly. The remains a great shortage of 
cheap and expensive styles, but appa- 
rently plenty of medium-priced goods. 


Cooking Utensils—The Universal 
line of aluminum cooking utensils has 
been marked up about 10 per cent by 
jobbers here. 


quart 


Cutlery.—Leading Connecticut man- 
ufacturers of cutlery have notified Bos- 
ton jobbers of an advance of 10 per 
cent on all cutlery, pocket knives, 
shears and razors excepted. Pocket 
knives are in very good demand for 
this time of the year and there is some- 
thing doing all the time, according to 
jobbers, in practically every liné of cut- 
lery. 

We 
stocks: 

Universal Line.—Straight 
japanned, 5%-in., $7 per doz., net; 
6-in., $7.35; 614-in., $7.75; 7-in., $8.15; 
7%-in., $8.65; 8-in., $9.15; 8%-in., $10: 
9-in., $11; 10-in., $14. Nickel plated, 
5%-in., $8; 6- in., $8.35; 6%-in., $8.75; 

7 $9.15 Ti, -in., $9.75; 8-in., 

814-in., $11; 9-in., $12.75; 10- 


Barbers’ Shears.—Nickel plated, | 
. $9.25 net per doz.; bh ma 

= -in., $10.25. Japanned, 

\%-in., $8.75: 8-in., $9.25. 
Scissors.—Embroidery, %3%%-in., 

per doz., net: 4-in., $7.65 Ladies’, 

4-in., $7.65; 4%4-in., $8; 5-in., $8.50; 

5i-in., $9; 6-in., $9.75. 

Drills.—Drills are going well. Every- 
hody says so—retail dealer as well as 
jobber. The drill business must be 
good in other sections of the country 
as well, for New England makers are 
increasingly busy. Prices are reported 
as very steady, but unchanged. 

We 
stocks: 

Drills.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 60 per 
cent discount to 60 and 10 per cent 
discount; bit stock drills, 60 per cent 


discount; center drills, 65 per cent 
discount; drills and countersinks com- 


quote from Boston jobbers’ 


shears, 


quote from Boston jobbers’ 
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bined, 20 per cent discount; ratchet 
drills, 30 per cent discount; wood bor- 
ing brace bits, 50 per cent discount; 
high speed drills, 50 and 10 per cent 
discount; jobbers’ letter and number 
sizes, 50 and 10 per cent discount; 
electricians’ drills, 10 per cent dis- 
count. 

Reamers.—Bit stock, 20 per cent 
discount; bright square and > 
standard makes, 65 per cent discount; 
checking, 25 per cent discount; ta- 
pered pins, 40 per cent discount; 
escutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 


Fencing.—Retail dealers are making 
insistent demands for fencing, which 
was ordered some time back. There is 
no urgent public call for this élass of 
merchandise as far as can be ascer- 
tained, consequently jobbers cannot un- 
derstand “why the great rush.” Re- 
tailers do not hesitate to say they feel 
that unless they get stock now they 
will not get it in time to do them any 
good. 

We 
stocks: 

Fencing.—National line, 47 per cent 
discount. Factory shipments, in car 
lots, 664% per cent discount; in less 
than car lots, 65 per cent discount. 


quote from Boston jobbers’ 


Freezers.—The market for ice cream 
freezers is running along in a fairly 
well defined rut. That is, new buying 
is going on every day, and jobbers are 
preparing to make shipments on the 
large amount of orders already booked 
by them. Prices show no signs of 
. changing. 

We quote from Boston jobbers’ 
stocks: 

Freezers. — White Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65; 3-qt., $6.75; 
4-qt., $8.25; 6-qt., $10.45; 8-qt., $13.50; 

10-qt., $18; 12-qt., $21.50; 15-qt., $25; 
20-qt., $33.20; 25-qt., $42.60. 
_Aretic, j-at., $4 list; any $4.60; 

, $5.55; 4-qt., $8.66; 
-» 911.10; 10-qt., ‘ 12-qt., 

: 15-qt., $23.30; 20-qt., $30. 
Jobbers’ discount, 50 per cent from 


store or factory 
Alaska, 1- a Sel $2. 95 list; 2-qt., $3.45; 
4- -qt., $5; 6-qt., $6.30; 
$10. 


3-qt., $4.10; . 
canes, $8.20; 10-qt., 75; 12- -at., $14; 


$17. Discount 20’ and 10 per 
” Alaska special, 2-qt. only, $2.25; 

less one-third off 

Glass.—Weather conditions the past 
fortnight or so were such that the 
movement of window glass over the 
counter slowed up noticeably, and the 
jobbing business was quite flat. Rail- 
road embargoes have seriously checked 
the movement of fresh stock to this 
market, consequently certain sizes, 
more particularly the popular, are in 
short supply, say the jobbers. No im- 
provement in the supply situation is 
anticipated for a month anyway. Win- 
dow glass prices are unchanged. Those 
quoted on plate and automobile glass 
have been marked up 5 points, the for- 
mer to 70 per cent discount and the 
latter to 40 per cent discount. 


We quote from Boston jobbers’ 
stocks: E 

Window Glass. — Single A, 25 
bracket, 85 per cent discount; 34 to 
40 bracket, 84 per cent discount: 
larger, 82 per cent discount. Double 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 86 ber cent dis- 
count; 34 ‘to 40, bracket, 85 per cent 
discount; larger, 83 per cent discount. 
Double B, all sizes, 86 per cent dis- 
count. 


Iron and Steel.—Few new develop- 
ments are noted in the iron and steel 
market, except, perhaps, that demand 
is running a little stronger and is bet- 
ter distributed over warehouse stocks. 
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We quote from Boston jobbers’ 
stocks: 
Steel.—Soft steel bars, $3.36% per 
100 Ib.; flats, $4.15; plain concrete 
bars, $3.514%; deformed bars, $3.5114; 
structurals, angles, channels, beams, 
$3.36%; tire steel, $4.80 to $5.15; open 
hearth spring steel, $5 to $6.50; cru- 
cible spring steel, $12; bands, $4.55; 
hoops, $5.05 to $5.55; cold rolled steel. 
$4.30 to $4.80; toe calf steel, $6.15; 
plates, $3.461%4 to $3.70. 
lron.—Refined bars, $3.36% per 100 
lb.; best refined bars, $4.75; Wayne, 
$5.50; Norway, $6.60 to $7.10. 
Paints.—Following the ending of the 
war it was said by those who are best 
grounded in the paint industry, that 
because of the lack of building and the 
neglect of homes and buildings in gen- 
eral, the paint industry was assured 
five years of prosperity. This prophecy 
will not only be realized, it is now said, 
but the prosperity period will be ex- 
tended over eight years at least. The 
number of orders being put out by the 
leading paint firms certainly indicates 
a big spring business. The number of 
stock orders placed by retail hardware 
dealers is fully three times as large as 
the best previous record for the first 
three months of a year. The imme- 
diate paint needs of the hardware 
trade are not as urgent as going whole- 
sale business might suggest. There is 
a strong desire on the part of the re- 
tail dealer, however, to get stock on 
shelves. Large distributors are and 
have been greatly hampered by the 
transportation situation. Cars which 
started for Boston March 10 have not 
arrived, while it has taken as much as 
six weeks to get shipments through 
from such Middle Western points as 
Cleveland. Practically every sizable 
order received by a jobber goes out in- 
complete. Contrasted with a year ago 
mixed paints average perhaps 15 cents 
a gal. higher. Linseed oil, in barrel 
lots, is selling at better than $1 a gal., 
while turpentine is up around $1.70 a 
gal. Shellac gums are high and diffi- 
cult to obtain through importing houses 
because of their sold-up condition. 


Poultry Supplies.—The best some of 
the poultry netting mills will say on 
jobbing orders is June 1. It is believed, 
however, this distant date will be modi- 
fied. The demand for immediate and 
future incubator and brooder, as well 
as accessories requirements, is very 
heavy. Jobbers, without exception, say 
it is impossible for them to keep up 
with demands. 

We quote from Boston jobbers’ 
stocks: 

Brooders.—National line, A, 500 
chick capacity, $21.50 each; B, 1000 
chick capacity, $26.50 each. Less 30 
per cent discount to the trade. Blue- 
flame, No. 27, $17.50; No. 28, $20; No. 
29. $22.50 each, list. 

Incubators.—Buckeye line, No. 1, 
$37.50 each, list: No. 2, $44.50; No. 3, 
$57.75; No. 4, $68; No. 5, $107; No. 14, 





Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, March 26. 


{7 AGERNESS of buyers to cover for 
4 a long period ahead seems now to 
be falling off a bit, as the steel mills 
report that in the past week there has 


HARDWARE AGE 


$16.50; No. 16, $27.50; No. 17, $36.75. 
Discount from stock, 30 per cent. 
From factory, Springfield, Ohio, f.o.b., 
35 per cent. 

Poultry Netting.—From store, 40 
and 10 per cent off list. From fac- 
tory, 50 and 5 per cent discount, f.o.b. 
Pittsburgh, on any size of netting 
galvanized after weaving. For net- 
ting galvanized before weaving an 
extra 10 per cent is charged. 

Staples.—Galvanized poultry, from 
store, $5.90 per cwt. (in 100-lb. kegs); 
from the factory, in carload lots, $4.80 
f.o.b. Pittsburgh; in less than car- 
loads, $5.05. From store, in 10-Ib. 
cartons, $6.90; 1-lb. papers, $7.90: 
%-lb. papers, $8.90; %4-lb. papers, 
$9.90. 

Troughs.—Royal feed, 12-in., $2.50 
per doz., list; 18-in., $3; 24-in., $4. 
Discount 33% per cent. 

Fountains.—Royal galvanized drink- 
ing, 1l-qt., $4 per doz., list; 2-qt., $5; 
4-qt., $6; Mason jar, galvanized, $1.25. 
Charcoal tin, $1.75 per doz. 


Roller Skates.—All kinds and makes 
of roller skates are scarce. Nothing has 
developed so far this month which even 
suggests the supply situation will be 
easy any part of this season. - Manu- 
facturers apparently are still hopeless- 
ly behind on orders. 

We quote from Boston jobbers’ 
stocks: 

Roller Skates. — Children’s, plain 
bearing, 70c. per pair net; boys’ and 
girls’ plain bearings, $1 per pair net; 
ball bearing, $1.65 per pair net. 

Sash Cord.—The reaction in the raw 
cotton market the past week was not 
sufficient to warrant lower sash cord 
prices. In faet, there is every reason 
to believe prices will remain high for 
some time. 

We quote from. Boston jobbers’ 
stocks: 

Sash Cord.—Acme, 5Ble. per Ib., 
base; Phoenix, 5le.: Sachem, 48c.; 
Sampson Spot, 74c.; Silver Lake, 7l1c. 
Screens and Screen Doors.—Railroad 

embargoes have greatly held up the 
movement of screen cloth from mill to 
jobber, consequently demands being 
made on the jobber are not being filled 
in all instances. 


We quote from Boston jobbers’ 
stocks: 

Screen Cloth. — Black, 12-mesh, 
2.25 per 100 sq. ft.; 14-mesh, $2.75; 
16-mesh, $3.25. Opal, 12-mesh, $2.80 
per 100 sq. ft.; 14-mesh, $3.30; 16- 
mesh, $3.80; all from Boston store. 
Direct mill shipments, f.o.b Pitts- 
burgh, black, 12-mesh, $2; 14-mesh, 
$2.50; 16-mesh, $3. Opal, 12-mesh, 
$2.50; 14-mesh, $38; 16-mesh, $3.55. 


Bronze screen cloth, widths 24-in. to 
48-in., from stock, 7%c. per sq. ft., 
factory 7%c. An extra charge is 


made on other sizes of bronze cloth. 
Screen Doors.—No. 241, 2 x 6 x 6, 

$20.80 per doz.; 2 x 8 x 6. $21.75; 2 x 

10, $22.80; 3 x 7, $23.80. No. 454, 2 x 

6, $28.40: 2 x 8, $29.60; 2 x 10. $30; 

3 x 7. $32.10. No. 457G, 2 x 6, $24.45; 

2x 8, $26.75; 2 x 10, $27.20; 3 x 7, 

$28.60. All prices net, from store. <A 

10 per cent discount -is allowed on 

direct factory shipments. 

Shears.—All kinds of garden and 
lawn shears are selling in increasing 
numbers, but the market is not as ac- 
tive as that for various other hardware 
lines. Sheep shears also are selling 


better. 


PITTSBURGH 


been a decline in new business in fin- 
ished steel products, consumers evi- 
dently being pretty well covered, while 
on the other hand the mills are sold up 
to such an extent they are indifferent 
about taking on more orders. Reports 
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We quote from Boston jobbers’ 
stocks: 

Shears (grass).—No. 1, $2.40 per 
doz., net; No. 11, $3.75; No. 1316, 
forged and tempered, $4; No. 0267E, 
blades, shank and bows polished, 
$6.50. Disston line, No. 1105, $9 per 
doz., net; No. 1107, $10. 

Sheep Shears.—Etched goods, No. 
055E, $8 per doz., net; No. 57E, $9. 
Small Tools.—It is always interest- 

ing to hear what a manufacturer has 
to say regarding the business outlook, 
especially to the retail hardware dealer. 
The Goodell-Pratt Co. Greenfield, 
Mass., toolsmiths, say: ‘While there 
is every indication, as far as we can 
see and judge, pointing to a reasonably 
good business in small tools during 
1923, the situation the world over is 
so complex and so many things might 
happen, we do not feel it would be safe 
to go ahead and prepare for a business 
of the volume that all signs indicate 
we are likely to receive. Our stocks 
are only moderate and we are operat- 
ing at about 75 per cent capacity. We 
note with some apprehension the rising 
tendency of prices, but this is bound 
to continue while the present wage 
situation exists. Reports from our rep- 
resentatives indicate that in some lo- 
calities the public are buying freely, 
and in others they are not. One thing 
is certain, the export trade is showing 
marked improvement, merchants of 
this country are placing their orders 
earlier than has been théir custom dur- 
ing the past two years and in a major- 
ity of instances for reasonable quan- 
tities. 

Watches.—The New Haven Clock 
Co., New Haven, Conn., has advanced 
prices on certain makes of wrist 
watches approximately 15 per cent. 


Window Weights.—The market on 
window weights, reflecting the recent 
buoyancy of the scrap market, has ad- 
vanced $5 a ton. 

We quote from joston jobbers’ 
stocks: 

Window Weights.— Under  5-lb., 
3%c. a lb.; 5-Ilb. and over, 344c. a Ib 
Shipments from foundry, under 5-lb., 
$65 a ton; 5-lb. and over, $62. 
Wringers.—The Universal line of 

wringers, which was advanced Feb. 28, 
has been reduced again to the Feb. 27 
level. 

We quote from Boston. jobbers’ 
stocks: e 

Wringers.—Crescent, No. 130, $35.50 
per doz.: Universal, No. 341, $52 
350, $41.50: No. 361, $55.50: No. 380, 
$45; No. 380K, $47; No. B381E, $80.50; 
No. B350E, $73.50. 

Zine.—A further material advance in 
sheet zinc has been made by Boston 


jobbers. 
We quote from Boston jobbers’ 
stocks: 
Zinc.—In 600-lb. casks, 11.19¢. per 
Ib.; in 200-Ib. casks, 11.35¢.; in 100- 
Ib. casks, 11.60¢c.: in less than cask 
lots, 12.19¢e. per Ib. 









are current of further advances in 
wages, and if these are made they will 
increase costs, and some steel mills are 
holding back from taking on more 
orders until they know definitely 
whether their costs are going higher. 
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There was a slight increase in output 
by the steel mills in the past week, and 
the belief is growing that there will 
not be serious shortages in supply, but 
there may be delay in shipments, as 
the railroads for some time have not 
been able to handle promptly the busi- 
ness being offered them. 

Prices on all kinds of steel products 
remain very firm, and the impression 
now is that prices have probably 
reached their peak, but in the congested 
condition of the mills there will be 
price premiums for fairly prompt ship- 
ments, if the mills will agree to make 
early delivery. A case in point is 
sheets. Several mills have lately put 
out prices on sheets for April and May 
delivery, these being 3.85 cents for No. 
28 black, 5 cents for 28 galvanized, and 
3.10 cents for blue annealed. These 
prices are fully $5 per ton higher than 
the present prices of the American 
Sheet & Tin Plate Co., but this concern 
is sold up on sheets for at least three 
months, and is not a seller, simply 
bending all its energies to taking care 
of its regular sheet trade. 

In the heavier forms of finished steel 
products, such as plates, bars and struc- 
tural steel, premium prices of as much 
as $5 per ton are readily paid for fairly 
quick shipment. As high as 2.90 cents 
is said to have been paid for plates for 
delivery in foyr weeks from date of 
order. 

Orders from the railroads for cars 
and locomotives are again looming up. 
In the past week the orders placed for 
cars were larger than for some time 
Three or four of the larger roads 
bought about 10,000 cars, and inquiries 
are out for about 5000 more. It is 
known that the large increase in cost 
of cars has held up some pretty large 
orders that otherwise would have been 
placed. 

The steel industry is operating at 
about 90 per cent of capacity, while the 
Steel Corporation is running at close 
to 95 per cent. The output of pig iron 
and steel this month will be much the 
largest in the last three or four years, 
and if the present rate of production 
can be maintained it is pretty certain 
there will be plenty- of steel to go 
around. 

Conditions in the local hardware are 
fairly satisfactory. There is some com- 
plaint about slow deliveries of goods, 
due to freight congestion and shortage 
of cars. It is likely that the predicted 
shortages in supply on some lines of 
goods will not develop, and local job- 
bers say they have been advising their 
retail trade not to overbuy in the fear 
they may not get the goods when 
wanted, as there will likely be plenty 
of goods to go around. At the same 
time, the jobbers say that while prices 
on some lines of hardware are very 
high, there is not likely to be any de- 
cline inside the next six months, and 
that retailers are safe in. carrying 
fairly heavy stocks. 

New building promises to be very ac- 
tive in this district all through this 
‘year, and the trade is expecting a 
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heavy business in all materials that go 
into new construction. There have not 
been as heavy advances in prices in 
builders’ hardware as in some other 
items, and dealers are inclined to carry 
larger stocks than usual. The retail 
hardware trade is anticipating a good 
volume of business over the second 
quarter, and it may run well up to the 
latter part of the year. Plenty of 
money is available to finance large and 
small building operations, and active 
building always means good business 
for the hardware dealer. 


Automobile Accessories.—Practically 
all the leading makers have advanced 
tires 10 per cent, and tubes from 7% 
to 10 per cent. Advances in spot lights, 
mirrors and other accessories are looked 
for at any time. Dealers are looking for 
this to be the biggest year in their his- 
tory. Prices are very firm. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

Millers Falls, No. 145 pabe. $4.75; 
Reliable jacks, No. 1, $2.33; No. 2, 
$3.33, in lots of 12; Derf eee plugs, 
95c. each for all sizes in lots less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 48c. each 
for over 100; Champion regular, 53c. 


Axes.—New orders are mostly small 
in order to round out stocks. The sea- 
son trade is over, prices being firm, but 
it is said there will be no change in the 
near future, at least. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 
First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double _bitted, 
ae $21 per doz.; unhandled, $18 
per doz 


Bolts and Nuts.—Nothing new to re- 
port in these lines. New demand is 
fair, but most large users covered their 
needs for second quarter before the re- 
cent advance in prices was made. A 
large maker of rivets has announced it 
will accept orders for second quarter 
delivery on the basis of $3.25 to $3.50 
base, for ship and structural’ rivets, 
$3.35 to $3.60 for boiler rivets, the 
lower prices being for large lots. This 
same concern is accepting orders for 
small rivets for the same delivery at 
60 and 10 to 60 and 5 off list, the lower 
price for large lots. Prices on nuts and 
bolts are firm. Discounts to the large 
trade are now as follows: 


Bolts and WNuts.—Machine bolts, 
small, rolled threads, 50 and 10 per 
cent off list; machine bolts, small, 
cut threads, 50 per cent off list; ma- 
chine bolts, larger and longer, 50 per 
cent off list. 

Carriage bolts, % x 6 in.: Smaller 
and shorter, rolled threads, 45 and 10 
per cent off list; cut threads, 45 per 
cent off list; longer and larger sizes, 
45 per cent off list. 

Lag bolts, 45 per cent off list. 

Plow bolts, Nos. 1, 2 and 3 heads, 
50 and 10 per cent off list; other style 
heads, 20 per cent extra. 

Machine bolts, ¢c.p.c. and t. nuts, 

x 4 in.: Smaller and shorter, 40 
and 5 per cent off list; larger and 
longer sizes, 40 and 5 per cent off list. 

Hot pressed square or hex. blank 
nuts, $3.25 off list; hot pressed nuts, 
tapped, $3 off list; c.p.c. and t. aq. 
= hex. nuts, blank, $3.25 off list; 

c.p.c. and t. sq. or hex. nuts, tapped, 
$3 off list. Semi-finished hex. nuts: 


stocks, 


stocks, 
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fs in. and omiier, U. S. S., 75, 10 ana 
5 per cent off list; % in. and larger, 
S. S., 70, 10 and 2% per cent off 
list; small sizes, S. A. E., 80 and 5 
per cent off list; S. A. E., % in. and 
larger, 75 and 5 per cent off list. 


Stove bolts in packages, 80 and 5 
per cent off list; stove bolts in bulk, 
80, 5 and 2% per cent off list; tire 
bolts, 50, 10 and 10 per cent off list. 


Cap and Set Screws.—Milled square 
and hex. head cap screws, 75 per cent 
off list; milled set screws, 75 per cent 
off list; upset cap screws, 75 and 10 
per cent off list; upset set screws, 80 
per cent off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 lb., $3.25; large 
boiler rivets, base, per 100 lb., $3.35; 
small rivets, 60 and 5 per cent off list. 
Brass and Bronze Products.—Nearly 

all makers have advanced prices on 
brass and bronze products, except 


tubing, % cents per Ib. 


Brushes.—Spring demand in brushes 
is now in full swing, local dealers say- 
ing they are having a heavy trade. 
Prices are very firm, and likely to be 
higher in the near future. 


Local jobbers are quoting 4-in. 
metal bound brushes at $23 per doz., 
and 4-in. leather bound at $35 per 
doz. Varnish brushes, XXX, china, 
are quoted at $9.55 each. 

Cap Screws.—The P. & F. Corbin Co. 
and other makers have advanced prices 
on cap screws from 5 to 10 per cent. 


Cotton Mops.—Owing to the higher 
prices for cotton, makers of cotton mops 
have advanced prices about 10 per cént. 


Clipping Machines.—These goods are 
in fair demand for early delivery, prices 
being firm but unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 


Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, $1; 
No. 361 bottom plate, $1.50; dealer’s 
discount 25 per cent. 


Stewart electric clipping machine, 
all standard voltages; hanging type, 
$80, f.o.b. Chicago; pedestal type, $85, 
f.o.b. Chicago; dealer’s discount 25 
per cent. 

Chain.—The Bridgeport Chain Co., 
Bridgeport, Conn., has issued new lists 
on its lines of chain, showing some ad- 
vances in prices. 


Ice Cream Freezers.—Orders are 
coming in freely for freezers for spring 
delivery, and prices are firm. 

Local jobbers are quoting the North 
Bros., Philadelphia, lines of freezers 
as follows: “‘Shephard’s Lightning,” 
1-qt., $2.08; 2-qt., $2.48; 3-qt., $2.39: 
4-qt., $3.60: 6-qt., $4.50; 8-qt., $5.85. 
Blizzard freezers are quoted as fol- 
lows: 1-qt., $1.94; 2-qt., $2.30; 3-qt., 
$2.93; 4-qt., $3.60; 6-qt., $4.16; 8-qt., 
$5.42 each. These prices are guaran- 
teed against decline up to July 1 
next. 

Iron and Steel Bars.—The price of 
steel bars in carload lots is very firm 
at 2.25 cents at mill. However, the 
mills naming this price are sold up 
away ahead, and are not in position to 
ship under three to four months from 
date of order. Other mills that can 
ship in six to eight weeks are getting 
heavy premiums over this price. Sales 
of soft steel bars for April delivery are 
said to have been made at 2.60 cents 
to 2.75 cents at mill in large lots. 
Prices of common iron bars are firm at 
2.40 cents at Eastern mill. Local ware- 
houses and jobbers are quoting for 
delivery from stock on small orders 
about as follows: 
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Three cents for steel bars, 3.10c. for 
structural shapes, 3.80c. for steel 
hoops and 4c. for steel bands. The 
market is very firm at these prices. 
Common iron bars have been ad- 
to, oo basis of 2.50c. at mill 
e lots. 


#rns.—There is a fair seasonable 
deman@ for these goods, and prices are 
firm. 


Local jobbers carrying the Embury 
lanterns are quoting to the retail 
trade as follows: No. 210, $7.35 per 






150, $7.95; No. 156, $16.50 per doz. 

Lock Washers.—Some makers have 
advanced prices on these goods. The 
demand is referred to as being quite 
active. 

Lawn Mowers.—Orders for spring 
delivery of mowers are coming in quite 
actively, and jobbers and retailers look 
for a good season. Prices are firm and 
are about the same as were in effect 
last season. 


Local jobbers are qagting ball bear- 
ing mowers: 14-in. at $7.50 to $11 
each; 16-in., $8 to $14; and 18-in., 
$8.50 to $15, prices depending entirely 
on the quality. 


Mechanical Rubber Goods.—Some 
makers have made a slight advance in 
prices, due to higher costs of rubber 
and also of labor. The demand is ac- 
tive. 

Paints and Supplies—The spring 
trade is now in full swing, and two 
local houses report their trade so far 
this year is much larger than in the 
same period last year. Advances in 
white and red lead, also in mixed paints, 
are looked for at an early date. The 
entire market is very firm. Jobbers 
quote from stocks about as follows: 


Linseed Oil.—Raw, bbl. lots, $1.10. 
per gal.; 5-bbl. lots, $1.05 per gal. 

Linseed Oll.—Boiled, bbl. lots, $1.12 
per gal.; 5-bbl. jots, $1 1.10 per gal. 


Turpentine.—In b $1.68 per gal. 
Denatured Ainohel.-ie bbl., 46c. 
per gal. 


White Lead.—100-lb. kegs, 14%c. 
per lb.; 50-lb. kegs, 14%c. per Ib.; 25- 
Tb. kegs, 14%c. per Ib.; 12%%4-Ib. kegs, 
15c. per Ib. 

Dry Paste.—In bbl., 6%4c. per 

Shellac (4-lb. goods). —White, "i. 25 

per gal.; orange, $4 per gal. 

English Venetian Red.—In bbl., 
$3.50 to $6.75 per 100 Ib. 

Mixed Paints.—In colors, $2.85 per 
gal; white, $3.15 per gal. 

utty is 6c. per Ib. in 100-Ib. lots, 
bye. in 25-lb. lots and 6%c. in 12%4-Ib. 
lots. 


Pocket Knives.—Some makers have 
advanced prices about 10 per cent. It 
is said that very little German cutlery, 
or in fact any other kind, is being im- 
ported into this country at present. 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, March 24. 


B yr-ase-ven report one of the best 
months in their history insofar as 
sales are concerned, and dealers are 
no less enthusiastic. There is no ele- 
ment of speculation in the situation, 
however, and the dealer is continuing 
the policy of buying in small lots as 
required. Orders are being placed with 
much greater frequency, however, and 
this accounts for the large volume be- 
ing rolled up by jobbers. 

Prices continue to advance, but it 
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Sheets.—The demand for sheets of 
all grades is very heavy, thé® mills 
being unable to meet it promptly On 
automobile sheets the demand is the 
heaviest ever known, especially for blue 
annealed sheets, which are used largely 
for making disc wheels for cars. Reg- 
ular prices on blue annealed sheets 
range from 2.65 cents to 3.25 cents at 
mill in large lots, but the makers are 
so far behind in deliveries that large 
users are forced to go out and buy in 
the open market, and pay any prices 
the mills care to ask in order to get 
them. Blue annealed sheets under these 
conditions have sold lately at as high 
as 4 cents at mill, and the supply is 
scarce. This also applies to auto body 
sheets, which under stress of users, 
have lately sold at 7 cents at mill. 
Jobbers say they are having trouble in 
keeping their stocks complete, owing to 
slow shipments by the mills, and also 
to slower deliveries by the railroads. 

Sheet Zine—The American Zinc 
Products Co. and the Matthesson & 
Hegeler Co., also other producers, have 
advanced prices on sheet zinc to 10 
cents flat. 

Soil Pipe.—Nearly all makers have 
advanced prices on soil pipe about 5 
per cent, due to higher costs of pig 
iron and other foundry supplies, and 
also because of higher labor costs. 

Seamless Brass Tubes.—Some makers 
have advanced prices on this product 


‘about % cent per lb. 


Road Scrapers.—Under date of March 
13 some makers issued new list prices 
showing an advance in road scrapers. 

Sash Weights.—Nearly all makers 
have advanced prices on sash weights 
about $1.50 per ton. 

Window Glass.—The demand is very 
heavy, and a general advance in prices 
is looked for at any time. There is a 
decided shortage in the available 
supply. 

Local jobbers quote single strength, 

A and B, 84 per cent off list; double 
strength, A, 84 per cent; double 
strength, B, 86 per cent off list., Plate 
glass is 75 "= cent off list in “‘quan- 
tities of 5 sq. ft. and more; less 
quantities, 70 per cent off list. 


Steel Pipe.—Most iron and steel pipe 
mills are sold up for three to four 
months. The Texas Co., a large oil 
interest that was in the market for 
about 400 miles of 6 to 12-in. pipe, has 
withdrawn the inquiry, as none of the 
mills was in position to make any prom- 
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is noticeable that advances are not so 
great in percentage as they were dur- 
ing January and February. Some job- 
bers believe that the peak of the price 
situation has been reached. At any 
rate, it is not believed that prices will 
go much higher, and this belief is giv- 
ing the trade much satisfaction, as 
the prospect of a runaway market is 
viewed with much trepidation. 

General lines are moving. House- 
hold furnishings, stoves, ranges, refrig- 
erators, factory supplies, farm imple- 
ments and wire products are in very 





ise of definite delivery. The demand 
for small pipe used in new building 
work is still very active. Local jobbers 
ara quoting to the small trade from 
stock about as follows: 















Black Galv. Black Galv. 
acc  .Bescees 6.99 $8.93 
Mm... 3.15 1%.... 9.46 12.08 
Tesce ae ¥. 86 1%.... 11.31 14.44 
%.... 3.98 24 | a 15.21 19.43 
%.... 4.86 6.31 2%.... 24.05 

Above prices per 100 ft., f.o.b. 
Pittsburgh. 

Approximate contents of a bundle 
in feet are as follows: %-in., 500 ft.: 
%4- in., 450 ft.; %-in., 345 ft.; %-in., 





250 ft.; %-in.. 140 ft.; 1-in.,'100 ft: 
1%-in., 60 ft.;) 1%-in., 60 ft. 


Wire Cloth.— Manufacturers are 
working their plants night and day in 
order to meet the heavy demand, and 
now say they expect to turn out all 
the wire cloth that will be needed by 
the trade. The spring business is ex- 
pected to be the largest ever known. 


Jobbers are quoting to the retail 
trade as follows: 12-mesh, painted 
black, 24-in. to 48-in., $1.85 per 100 
sq. ft.; 12-mesh, painted black, 18, 20 
and 22-in., $1.95; 12-mesh, galvanized, 
24-in. to 36-in., $2.20 per 100 sq. ft.; 
14-mesh, golden bronze, in 50-ft. rolls, 
24-in. to 36-in., $6.75 per 100 sq. ft.; 
14-mesh, golden bronze, in 100-ft. 
rolls, 24-in. to 36-in., $6.65 per 100 
sq. ft. These prices are all f.o.b. 
Pittsburgh, no freight allowance 
Wire Products.—Local makers of wire 

and wire nails are fully sold up to 

July 1, or longer, and do not seem 

willing to take orders running into me 
later months, as costs may be higher " 
before the end of the second quarter. 

Different mills are naming prices with- 

out regard to what their competitors 

are quoting, but the facts are that none 

of the mills wants to take on any new 

business it can avoid. Jobbers say they 

are finding it very difficult to keep 

their stocks anywhere near complete. 

Local jobbers are quoting for small lots 

from store and warehouse about as fol- 

lows: 

Wire nails, $3.10 to $3.15 base per 
keg; galvanized, 1 in. and longer, 
including large head barbed roofing 
nails, taking an advance over the 
price of $1.50, and shorter than 1 in., 
$2; bright Bessemer and basic wire, 
$3 per 100 Ib.; annealed fence wire, 
Nos. 6 to 9, $3: galvanized wire, $3.60; 
galvanized barbed wire, $3.80; pol- 
ished fence staples, $3.60: painted 
barbed wire, $3.60; polished fence 
staples, $3.45: cement coated nails, 
per count keg, $3.25 to $3.40; these 
prices being subject to the usual ad- 
vance for the smaller trade, all f.o.b. 
Pittsburgh, freight added to point of 
delivery. terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
counts to jobbers on woven wire 
fencing are 68 per cent off list. 



















































good demand. Shortages are develop- 
ing in many items, due to delays in 
transportation and to demand upon fac- 
tories which are already overloaded 
with orders. 

For some unaccountable reason—one 
due probably to the payment of the 
first instalment of income taxes—col- 
lections fell off a bit during the past 
two weeks. Accounts afe in good 
shape, however, and the great major- 
ity of the dealers are still discount- 
ing their bills promptly. 

Alarm Clocks.—There is a very keen 
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demand for alarm clocks, and one job- 
ber reports that he would have no dif- 
ficulty in disposing of 5000 if he had 
them. Stocks are in bad shape, and 
manufacturers see no chance of im- 
provement immediately. Prices have 
been withdrawn by practically all mak- 
ers, and orders are being booked sub- 
ject to prices in effect at time of ship- 
ment. 

Automobile Accessories.—The de- 
mand is steadily increasing, and with 
a few days of real spring weather will 
develop with a rush. As it is, sales 
are running far ahead of the similar 
period last year. The price tendency 
is upward. Two large tire manufac- 
turers have advanced prices 10 per 
cent. 

Arsenate of Lead.—There is an acute 
shortage of arsenate of lead, and job- 
bers are having much difficulty in tak- 
ing care of the demand. Dry lime 
and sulphur are also in exceptionally 
heavy demand. 

Builders’ Hardware——The demand 
for builders’ hardware continues strong, 
and more building construction is be- 
ing started each day. The only thing 
to stop the rush is the possibility that 
prices may go too high. However, pres- 
ent demands are so heavy that jobbers 
are having difficulty in keeping stocks 
intact, as shipments are not very sat- 
isfactory. Prices are very firm, but 
unchanged. 


Bolts and Nuts.—No changes have as 
yet been made in prices, but it is like- 
ly that next week quotations will be 
advanced about 10 per cent. The de- 
mand is steadily growing better. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small _ sizes, 
50 off; large sizes, 50 and 10 off; car- 
riage bolts, small, 50 off; large, 40 
and 10 off; stove bolts, 75 off; semi- 
finished nuts, * and smaller, 75 off; 
larger sizes, 70 off. 

Cotton Gloves.—Local jobbers have 
advanced prices of cotton gloves 10 per 


cent. The demand is good. 


Casters.—Following receipt of sim- 
ilar advances from manufacturers, lo- 
cal jobbers have made an advance of 
10 per cent in casters. 


Clipping and Shearing Machines.— 
The demand is fairly heavy, with prices 
inclined to advance, according to well 
informed men in the trade. No changes 
have yet been made, however. 


We quote from jobbers’ stocks, 
f.o.b. Cincinnati: Stewart No. 1 ball 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages; hanging 
type, $80, f.o.b. Cincinnati; pedestal 
type, $85, f.o.b. Cincinnati; dealers’ 
discount 25 per cent. 


Eaves Trough and Conductor Pipe.— 
Jobbers of pipe report that the year to 
date has been the best in their expe- 
rience. The expected price advance has 
failed to materialize as yet, but will 
likely become effective April 1. 

Feather Dusters.—Local jobbers have 
advanced prices of feather dusters 5 
per cent. 

Fire Shovels.—A 10 per cent advance 
has been put into effect on fire shovels, 
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following a similar advance by manu- 
facturers. 


Galvanized Ware—No changes in 
prices are reported, but new schedules 
are expected next week. The demand 
is very strong. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2; 
12-qt., $2.25; 15-qt., $2.50; 16-qt., 
$3.65 per keg base. The extra for 
No. 1, $5.75; No. 2, $6.50; No. 8, $7.60; 
all prices per doz. 

Glass (Window).—There is an ex- 
ceptionally good demand for window 
glass, and jobbers are able, at least up 
till this time, to take care of it. It 
would seem, however, that window glass 
will be in very short supply this year. 
It is now almost impossible to get plate 
glass. Prices are as last quoted, but 
very strong. 


We quote from Cincinnati jobbers’ 
stocks: Single strength, first three 
brackets, 85 per cent discount; over 
first three brackets, 83 per cent dis- 
count; double strength A, 84 per cent 
discount; double strength B, 86 per 
cent discount. 


Lawn Mowers.—Insistent demands to 
be taken care of have resulted in job- 
bers being compelled to reorder from 
manufacturers. Stocks in jobbers’ hands 
are negligible, and dealers are insisting 
on immediate shipment of their orders, 
as they wish to be sure that they will 
have enough mowers on hand to take 
care of their trade. Prices are very 
firm. 

We quote from Cincinnati jobbers’ 
stocks: Cheap lawn mowers, 12-in., 
$4.70 each; 14-in., $4.95 each; 16-in., 
3-28 each; medium bearing, 14-in., 
7.50 each; 16-in., $7.75 each; better 
grade, bali bearings, 14-in., $8 each; 
16-in., $8.35 each; 18-in., $8.75 each; 
five-knife high wheel ball bearing, 
16-in., $11.25 each; 18-in., $11.75 each; 
20-in., $12.25 each. 

Nails—The demand for nails con- 
tinues very heavy, with jobbers hav- 
ing much difficulty, owing to the sold- 
up condition of mills, in keeping up 
with it. Prices are showing strength, 
but no changes have been made since 
last report. An advance of from 10c to 
15¢e a keg is expected to go into effect 
shortly, however. 

We quote from Cincinnati idbbers’ 
stocks: Common wire nails, $3.30 per 
keg base; cement coated nails, $2.80 
per keg, base. 

Ice Cream Freezers.—Local jobbers 
report a good demand for ice cream 
freezers for both prompt and future 
shipments. Prices are steady at last 
quotations. 


We quote from Cincinnati jobbers’ 
stocks: New Standards, 2-qt., 
doz.; Arctic, 
$2.20: 3-qt., 
less, "ts -qt., 
$2.80; 4- -at., 
icant, $2.30 each; 
$3.15: 4-qt., $3.90. 


Ovens.—Jobbers report an improved 
demand for ovens, with prices showing 
much strength. 

Paints and Oils.—The paint market 
is showing much strength. Ready 
mixed house paints have been advanced 
25 cents per gal., and turpentine is up 
2 cents a gal. over the previous quo- 
tation. Lead has also advanced % cent 
per lb. The demand is exceptionally 
heavy. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.85 per gal.; linseed oil, in single 


White Mountain, 
2-qt., $2.70; 3-qt. 
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barrels, $1.06 per gal.; turpentine, in 

single barrels, $1.60 per gal.; white 

and red lead, in 12% Ib. kegs. Lic. 
per gal. 

Poultry Netting.—It is reported that 
some out-of-town jobbers had been of- 
fering poultry netting at considerable 
reductions under the prices prevailing 
in this city. The demand is good. 

We quote from Cincinnati jobbers’ 
stocks: Poultry netting, galvanized 
before weaving, ie to 50 and 10 off; 
after weaving, 50-24% to 50 off. 
Refrigerators. — Jobbers report a 

good demand for refrigerators, with 
prices ruling about the same as were 
in effect last year. 


Rope.—An early advance in prices of 
rope is said to be contemplated. In 
the meantime the demand continues 
to improve, and jobbers are well satis- 
fied with the volume of orders. 

We quote from Cincinnati jobbers’ 
stocks: Best grades, manila, 18%%c. 
per lb.; sisal, 12c. per lb. 
Screws.—New prices on screws will 

be effective next week, but the extent 
of the advance has not been deter- 
mined. The demand is much better. 
New prices will be given in next re- 
port. 


Sash Cord and Sash Weights.—The 
demand continues good, with the price 
situation very stiff. 


We quote from Cincinnati jobbers’ 
stocks: Better grades, sash cord, 75c. 
per lb.; cheaper grades, 45c. per lb. 
tae iron sash weights, 


$2.75 per 


Seine Twine, Staging—Local jobbers 
have advanced prices on seine twine 
and staging 5 per cent. 


Sheets.—The demand for blank and 
galvanized sheets is showing much ac- 
tivity, and prices are very firm at re- 
cent advances. 

We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets. 


4.40c. Ib.; ‘No. 28 black, 5c.; No. 28 
galvanized, 6c. 


Wire (Annealed).—Annealed wire 
put up in stones has been advanced 
10 per cent by local jobbers. 

Wire Cloth.—The demand still con- 
tinues strong, and it is said that fur- 
ther price advances are probable. 

We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, $1.95 
per sq.; opal, $2.50 per sq.; bronze, 
$7.25 per sq. 

Wheelbarrows.—There seems to be 
no limit to the demand for wheelbar- 
rows. Jobbers are absolutely unable 
to maintain a stock. Prices are very 
strong. 

We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, stee! 
trays, $3.85 each; better grade, $5.10 
each: contractors’ barrows, = $5.40 
each; concrete barrows, $5.90 each. 
Watches.—On a new line of watches, 

Robert H. Ingersoll & Bro. have an- 
nounced prices effective April 1. These 
show a slight increase over present 
prices, but the watches will be wel! 
worth it, in the opinion of jobbers 
who have seen the new line. 

We quote from Cincinnati jobbers’ 
stocks: New Yankee, $1.27 each: 


Eclipse. $1.97 each: = $2.22 
each; Midget, 2.22 ach: Yankee 
Radiolite, $1.09 each: Eclipse Radio- 
lite. $2.50 each: Midget Radiolite 
$2.70 each; Wrist Radiolight, $2.85 
each: W: aterbury $3.15 each; Radio- 
lite, $3.80; Reliance Gold, $6.30 each 
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Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., 
March 24. 


oF heer hapons jobbers report a very 
rapidly increasing volume of busi- 
ness as the spring season gets under 
way, and report that the greatest diffi- 
culty is in obtaining stocks from the 
manufacturers. 

Automobile supplies and accessories 
are moving out from jobbers’ stocks 
freely and a very heavy volume of 
business is being done. Prices remain 
very firm and many advances on the 
various lines are being made. 

The market on shotgun shells is very 
unstabilized and indications are this 
would be a good time for the dealer to 
arrange for at least minimum fall re- 
quirements; and thus enable him to 
make a fair profit on this usually very 
unprofitable item from a retail stand- 
point. 

Manufacturing conditions continue to 
steadily improve and has absorbed 
much of the unemployed labor. There 
still remains a considerable amount of 
unemployment in clerical and skilled 
workers. 


Builders’ Hardware.—Sales are de- 
veloping very rapidly as there is al- 
ready an unusually large amount of 
construction work under way for so 
early in the building season. Should 
present conditions continue throughout 
the year 1923 sales will far exceed that 
of 1922 which was considered the ban- 
ner year. A great deal of difficulty is 
found in keeping stocks in shape to 
take care of the demand. 

Axes.—Sales continue of fair vol- 
ume, with considerable improvement in 
hatchets and hand axes. Prices remain 
as for some time past. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grade, 
single bit, base weights, $13.80 per 
doz.; double bit, $18.30 per doz. 


Bolts.—The improved manufacturing 
conditions, as well as building condi- 
tions, have greatly increased the de- 
mand for bolts. A very substantial 
volume of business is being done. 
Prices show no further change since 
the last report. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts 40-5 per cent; small 
and large machine bolts 40-10 per 
cent; stove bolts 70 per cent; lag 
screws 50 per cent. 

Churns.—Sales continue to show 
some improvement although no heavy 
demand is expected for some time. 


Prices remain as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 
40-5 per cent from lists. ‘ 

Eaves Trough, Conductor Pipe and 
Elbows.—Jobbers report a fairly good 
volume of business. Dealers’ report 
that it is a little early for any demand 
to develop. Prices remain as last re- 


ported. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 
28 gage, lap joint, S. B. 5 in., $5 per 
100 ft.; 28 gage, 3 in., conductor pipe, 
$4.75 per 100 ft.; 3 in. conductor el- 
bows, $1.55 per doz. 


Files—Demand for files continues 
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to show a steady gain as manufactur- 
ing and general business conditions im- 
prove. Prices remain as for some time 
past. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files 
50-10 per cent; second grade files, 60- 
5 per cent. 


Galvanized Ware.—Demand for gal- 
vanized ware is receiving its share of 
the generally improved conditions and 
sales are much better than for some 
time past. Prices remain firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.65 per doz.; No. 2, 
$7.50 per doz.; No. 3, $8.75 per doz.; 
heavy galvanized tubs No. 1, $10.75 
per doz.; No. 2, $12 per doz.; No. 3, 
$13.50 per doz.; standard 10-qt. gal- 
vanized pails, $2.35 per doz.; 12-qt., 
$2.55 per doz.; 14-qt., $2.95 per doz.; 
16-qt. stock pails, $4.50 per doz.; 18- 
qt., $5.20 per doz. 

Garden Tools—From the jobbing 
standpoint there is a good volume of 
business. Prices are published at this 
time for dealers’ information. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grade 
No. 2 shovels, $11 per doz.; good 
grade No. 2, $13.50 per doz.; garden 
spades, $11 to $13.50 according to 
grade; garden rakes, bow end, 14 
tooth, $10.50; 16 tooth, $11.35; wire 
lawn rakes, 20% in. wide, $5.75 per 
doz. 

Hose.—Jobbers report a good volume 
of business coming in from the smaller 
dealers who did not protect them- 
selves last fall. Retail demand has not 
as yet developed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Molded hose 
(non-kinkable) ™% in., l5c. per ft.; 
5% in., 144%c. per ft.; % in. five ply 
wrapped hose, llc. per ft.; % in com- 
petition cotton hose, 9%c. per ft. 
The above prices in full lengths. 
Cut Jengths, 1c. higher. 

Lawn Mowers.—Jobbers are now 
making shipments on spring orders as 
rapidly as stocks come in. There is a 
probability of shortage of mowers 
when the season gets under way. 
Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade lawn 
mowers, 30 to 35 per cent from stand- 
ard lists; medium grade ball bearing 
mower, $8.35 to $9.50 each. 

Milk Cans.—Jobbers advise receiving 
a nice volume of business from the 
dealer. Dealers report that the usual 
spring demand is beginning to develop. 
Prices remain firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad milk cans, 

5 gal., $2.60 each; 8 gal., $3.15 each; 

10 gal., $3.25 each. 

Nails.—There is an unusually early 
demand this year for nails, caused in 
a measure by the early starting of con- 
struction work but principally because 
of the. practical certainty of shortage 
of nails as the season gets under way. 
Jobbers report that the problem of se- 
curing nails is a serious one. Prices 
remain as last quoted. 


We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Smooth wire nails, 
$3.85 per keg base: cement coated 


nails, $3.10 per keg base. 


Paints.—Sales of paints are develop- 
ing rapidly, and an unusually large 
amount of interior work is already un- 
der way. Because of the large amount 
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of new construction work and the need 
for painting older buildings, a large 
volume of paint sales are expected. Be- 
cause of rapidly advancing oil and tur- 
pentine prices increases can be ex- 
pected. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; 2nd grade house 
paints, $2.10 per gal.; white lead, 
$12.93 per ecwt.; boiled linseed oil, 
$1.18 per gal.; raw linseed oil, $1.16 
per gal.; turpentine, $1.69% cents per 
gal.; barrel lots. 

Paper.—There is a very good de- 
mand for building paper as construc- 
tion work gets under way. There is 
also a very good demand for slate sur- 
faced roofing papers and_ shingles. 
Dealers who have done well with red 
rosin and tar paper should give some 
attention to slate surfaced roofing 
paper and shingles as there is a heav- 
ily increasing demand; in fact, it is 
largely displacing the wooden shingles; 
they not only look better, but last 
longer and are practically fireproof. 
Because of varying grades and kinds 
no prices are quoted. Many good 
brands are on the market. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 2 tarred felt, 
2.25 per cwt.; red rosin sheathing 


paper, $3.50 per cwt. 

Poultry Netting—Jobbers are now 
shipping out to dealers orders received 
last fall for spring shipment. Retail 
demand is beginning to develop in a 
small way. Prices remain as first an- 
nounced, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard hexagon 
poultry netting, 50 per cent from lists. 


Sash Cord.—Jobbers report a very 
good demand for sash cord, and busi- 
ness from the retailer’s standpoint is 
developing very rapidly as construc- 
tion work gets under way. Prices re- 
main as per last report. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No 
8 sash cord, 77c. per Ib.; ordinary 
grades solid cotton sash cord, 5lce 
Sash Weights.—Retail sales of sash 

weights are now beginning to develop 
a fair volume. Heavier demand will 
come later in the season. Prices re- 
main firm. 

We _ quote from jobbefs’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.25 
per cwt. 

Screen Doors and Window Screens. 
—Jobbers are now making deliveries 
on orders taken during the fall and 
winter. No retail demand has developed 
as yet. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Screen doors, com- 
mon, 2-8x6-8, $23.15 per doz.: fancy, 
$35.05 per doz.; Sherwood adjustable, 
24-in. window screens, $7.40 per doz.: 
Wabash 24 in. extension, $6.50 per 
doz. 


Screws.—There continues to be an 
increasing heavy demand for wood 
screws. Jobbers report difficulty in 
obtaining sufficient stocks from the 
manufacturer. Prices remain as for 
some time past. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-5 per cent; round 
head blued, 75 per cent; flat head 
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japanned, 70 per cent; flat head brass, ther advance since the one mentioned Wheelbarrows.— Jobbers report a 
75 per cent; round head brass, 70 per . 

cent. in last report. good volume of sales of wheelbarrows 
Shearing and Clipping Machines.— We quote from jobbers’ stocks, of all kinds to the dealers. Retail de- 


: .o.b, Twin Cities: “Ti : sane § ; : 
Now is the time of the year for the — coke. ICL. 20x28, $13.78 ner bor: mand is rapidly improving with the be- 


dealer to push sales of clippers, both geoing tin, IC, 20x28, 8 lb. coating, ginning of spring work, and a heavier 
by advertising and window displays. $18.60 per box. ; demand is expected later. Prices show 
The manufacturers are willing to fur- Transparent Baking Ware.—Trans- no change. 
nish practically all necessary advertis- parent baking ware is rapidly becom- : we quote Fp Jobers’ | stocks, 
2 > 5 . j se -0.b. win ities: eelbarrows 
ing material in the way of displays, a one of the best and most depend wood stave, fully bolted, $36 per doz.: 
folders for mailing, etc. Prices remain able sellers in the hardware store No. 1 tubular steel wheelbarrows, 
as last. operating a kitchenware department. $6.35 each; No. 1 garden, $5.60 each. 
We quote from jobbers’ stocks Women are steady customers, and Wire Cloth.—Retailers are becoming 
f.o.b. Twin Cities: Stewart No. 1 ball many are gradually equipping the more or less anxious about getting in 
bearing clipping machine, # io este ‘kitchen with this ware. It combines a sufficient amount of stock for their 
plate, $1.50; dealer’s discount, 25 per cleanliness, beauty and durability. early spring requirements. An _ un- 
cent. Stewart electric clipping ma- usually heavy demand which is ex- 
chine, all standard voltages, hanging We quote from _ jobbers’ stocks, d : 
type, $80, f.0.b. Chicago; pedestal f.o.b. Twin Cities: Transparent bak. pected and the shortage of supplies is 
type, $85, f.o.b. Chicago; dealer’s dis- ing ware; casseroles, No. 101, 5.9 q . s * 
comm, 25 per cent. ad ge K © ier ee —: - sete pra _— pt very firm. 
. . a plates, No. 202, per doz.; No. ‘ Je quote from jo rs’ stocks, 
Solder.—While prices on most mer $8 per doz.; bread pans, No. 212, f.o.b. Twin Cities: Black wire cloth 
chandise are advancing steadily the fi per dos. ; utility pans, No. 281, 12 x 13 eg per 100 99. ft.; 
rapidly increasing prices on solder have a cg hi gS = OE i Sevens Sele eee “tl 
aed tea $20 per dos.; 4-cup, No. 24, $24 per Wire.—Actual retail demand is not 


reached the proportions of a runaway doz.; 6-cup, No. 36, $28 per doz. 1 . oe littl 
market and are at practically peak Washers.—There is a very active de- Y°TY ,a78¢ a8 yet as it is a little early 
: ; Riga for fencing operations. Considerable 
prices of two years ago. Prices are mand at this time for wrought steel interest is being shown, however, and 
about 50 per cent higher than last year. washers, more so than for some months “ difficult . eae hes Mens ent 
A further increase is noted herewith. past. Improvement in manufacturing roe ng “A ini bea oa ens 
We ,quote from jobbers’ stocks, conditions and heavier railroad buying S°@.6rS In ODtaming Snggaaay 

f.o.b. Twin Cities: Guaranteed half ase Send: aimaetiiite Dien ie Prices remain as per last report. 

Bely P . We quote from jobbers’ stocks, 


and half solder, 34c. per Ib. ’ 
Tin Plate—Sales of tin plate are no change since the heavy advance tab. Sete Gl” Sees wee 


showing a substantial improvement due noted in last report. eet ae xh. Fg al 
to better manufacturing conditions as We quote from jobbers’ stocks, ae 95.60; galvanized ' hog wire, 

j j . ie f.o.b. Twin Cities: Wrought stee .91; smoo ack annealed wire No. 
well as increasing amount of construc hen in es or ae: age gry ghee yt ew 


tion work. Prices have shown no fur- washers, $6.50 per cwt. annealed wire No. 9, $4.20 per ewt. 
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Don’t Put Your Window to Sleep too Soon 





ITS SIX dcLOcK- GOSH, T GOTTA GH JOHN, THERES THAT YOUNG 

? MITH TRYING TOS 

HURRY OR TLL BE LATE. FOR THE OE TING WN YOUR WNDOW 

MOVIES—-TLL HAVE JOE TURN OUT " 

THE LIGHTS INTHE Window 
CLOSE uP 


COSH-THAT'S A GOOD 
\WEA-TLL DO IT! 
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dent’s products or between distributors 
thereof. 

“Tt is further alleged that such dis- 
crimination is not founded in differ- 
ences in the grade, quality or quantity 
of the commodity sold and does not 
make only due allowance for differ- 
ence in the cost of selling or transpor- 
tation and is not made in good faith 
to meet competition; that the plan for 
classification of customers and the al- 
lowance of varying discount rates is not 
a selection of customers in bona fide 
transactions not in restraint of trade. 

“Tt is also alleged that the actions 
and doings of the said respondent re- 
ferred to and recited are contrary to 
the intent and meaning of Section 2 of 
an Act of Congress, entitled, ‘An Act 
to supplement existing laws against un- 
lawful restraints and monopolies, and 
for other purposes,” approved Oct. 15, 
1914. 

“The respondent filed an answer 
denying the jurisdiction of the com- 
mission. It also denied the material 
allegations of the amended complaint 
and asked that it be dismissed. The 
motion to dismiss was overruled and 
denied. 

“Hearings were had and evidence 
was introduced, before an examiner of 
the commission, in support of the alle- 
gations of the amended complaint and 
on behalf of the respondent. Then the 
proceeding came on for final hearing 
and the commission having heard ar- 
gument and considered the record made 
its findings as to the facts and its con- 
clusion. Its conclusion was that the 
practice of respondent amounted to 
unfair methods of competition in in- 
terstate commerce and a violation of 
the acts of Congress hereinbefore men- 
tioned. And an order to cease and de- 
sist was entered.” 


No Dispute as to Facts 


There being no controversy as to the 
facts in this case the Court of Appeals 
is able in a sweeping decision to lay 
down rules of conduct for merchandis- 
ing that, if sustained, will have a far- 
reaching effect. After analyzing the 
Clayton Act under which this proceed- 
ing is brought, the court makes it clear 
that the statute plain'y indicates the 
intent of Congress to exclude from the 
operations of the law mere competi- 
tion among “purchasers” from the 
“seller” who allows or withholds a dis- 
count and to include therein only com- 
petition between such “seller” and the 
latter’s own competitors. 

What the Mennen company has done, 
in the opinion of the court, has been to 
allow to wholesalers who purchased a 
fixed quantity of their products a cer- 
tain rate of discount while to the re- 
tailers who purchased the same quan- 
tities it denied these discount rates. 


This, however, the court says, does not 
indicate any purpose on the part of the 
Mennen company to create or main- 
tain a monopoly. 
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Quoting numerous decisions of the 
higher courts, notably those in the Col- 
gate case, the Beechnut Packing com- 
pany case and the Great Atlantic & 
Pacific Tea Company case, the Circuit 
Court of Appeals reaches the conclu- 
sion that the Mennen company has vio- 
lated no law. This decision is suc- 
cintly stated in the following pungent 
paragraph: 

Clean Bill of Health 

“In accordance with these opinions we 
have no doubt that the Mennen com- 
pany had the right to refuse to sell to 
retailers at all, and if it chose to sell 
to them that it had the right to fix the 
price at which it would sell to them, 
and that it was under no obligation to 
sell to them at the same price it sold 
to the wholesalers. It did not discrim- 
inate as between retailers but sold to 
all retailers on one and the same scale 
of prices. And it did not discriminate 
as between wholesalers but sold to all 
wholesalers on one and the same scale 


Flattery No Sale Maker 

Kifusive flattery is repulsive to 
all healthy minded people and the 
customer who is bombarded with 
this particular type of ammuni- 
tion, by a salesperson determined 
to make a sale, is of all people 
the most offended. A tactful re- 
mark of approval and nothing 
more is in place in helping a cus- 
tomer choose an article. 


werent ' TL 


of prices. There is nothing unfair in 
declining to sell to retailers on the same 
scale of prices that it sold to whole- 
salers even though the retailers bought 
or sought to buy the same quantity the 
wholesalers bought.” 

Few decisions of the higher courts 
have contained more meat than that 
now under consideration. For exam- 
ple, it would be hard to find a more 
clearly cut definition of a wholesaler 
than is contained in the following par- 
agraph which differentiates the stand- 
ard jobber from the cooperative buying 
concern: 


Defines a “Wholesaler” 


“Whether a buyer is a wholesaler or 
not does not depend upon the quantity 
he buys. It is not the character of his 
buying but the character of his selling 
which marks him as a wholesaler, as 
this court pointed out in the Great At- 
lantic & Pacific Tea Company vs. 
Cream of Wheat Company, supra. A 
wholesaler does not sell to the ultimate 
consumer but to a ‘jobber’ or to a ‘re- 
tailer. The persons who constitute 
these mutual or cooperative concerns 
are buying for themselves to sell to 
the ultimate consumers, and not to 
other ‘jobbers’ or. to ‘retailers.’ The 
nature of the transaction herein in- 
volved is not altered by the fact that 
they make their purchases through the 
agency of their corporation. For some 
purposes the corporation is distinct 
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from the members who compose it but 
that distinction is a fiction of the law 
and the courts disregard the fiction 
whenever the fiction is urged to an in- 
tent and purpose which is not within 
its reason and policy. And in such a 
case as this the fiction cannot be in- 
voked. The important fact is that the 
members of the corporation are all re- 
tailers who buy for themselves to sell 
to the ultimate consumer. The Mennen 
company is within its rights in clas- 
sifying them as retailers.” 

The court further defines the exact 
function of the cooperative buying 
group in this terse language: 


Describes Cooperative Buying Clubs 


“In conclusion it ought perhaps to 
be said that we had not been unmindful 
of the fact that the Mennen company 
in classifying purchasers into two 
groups, those of wholesalers and retail- 
ers, placed in the groups of retailers a 
class of mutual or cooperative corpo- 
rations which purchased in large quan- 
tities the Mennen product. These mu- 
tual or cooperative corporations, it is 
admitted, consist solely of the retailers 
in the same line of trade, the stock be- 
ing held exclusively by retailers. The 
fact that these individuals, admitted by 
the counsel for the Federal Trade Com- 
mission to be retailers, see fit for their 
own convenience to organize them- 
selves into a corporation which they 
constitute their agent for purchasing 
purposes does not change their char- 
acter, or the character of their pur- 
chases, and convert them into whole- 
salers.” 

The chaotic conditions threatened by 
the action of the Trade Commission in 
this case and from which both whole- 
salers and retailers have been thus far 
saved by the ruling of the Circuit Court 
of Appeals are graphically described 
by Gilbert H. Montague, counsel for 
the Mennen company, whose brilliant 
handling of this important case has at- 
tracted more ,than national attention. 
In a memorandum in which the court’s 
cpinion is analyzed, Mr. Montague 
says in part: 


Montague Analyzes Opinion 


“This denial of the manufacturer’s 
right to give any consideration to the 
particular distributing service rendered 
by any of his customers would, in the 
Mennen’s company’s opinion, have 
placed every distributor, retail or 
wholesale, at a disadvantage as com- 
pared with every large consumer buy- 
ing direct, and every small retailer at 
a disadvantage as compared with every 
large retailer, and every retailer, how- 
ever large, at a disadvantage as com 
pared with every chain store, and every 
small chain store at a disadvantage as 
compared with every large chain store, 
and every small wholesaler at a dis- 
advantage as with every large whole- 
saler, and every ‘cooperative or mu- 
tual’ organization at a disadvantage as 
compared with every larger buying 
unit, whether retail or wholesale, and 
would, in the Mennen company’s opin- 
ion, have had the unfortunate result 
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of clogging every channel of distribu- 
tion, both retail and wholesale, with 
combinations which not only would 
soon exterminate the independent re- 
tailer and the independent wholesaler, 
but would in time build up great com- 
binations of wholesalers and retailers 
that would eventually exterminate all 
smaller combinations of wholesalers 
and retailers. 


Disaster Narrowly Averted 


“Upon the argument before the Cir- 
cuit Court of Appeals, the only sug- 
gestion which the Commission’s coun- 
sel made as to how the Mennen com- 
pany could extricate itself from the 
dilemma presented by the Commis- 
sion’s order was that the Mennen com- 
pany might sell to only one wholesaler, 
instead of to the entire wholesale and 
retail trade as at present, or might 
sell to only certain specified dealers, 
instead of to the entire retail and 
wholesale trade. What disruption such 
a rule would have caused to any manu- 
facturer like the Mennen company, 
whose business with thousands of 
wholesale and retail accounts, in every 
channel of distribution, in every sec- 
tion of the country, has been built up 
through years of national sales effort, 
is plain to anyone conversant with 
modern distributing conditions.” 

It is among the possibilities that the 
trade commission may accept the de- 
cision of the Circuit Court of Appeals, 
in which case the business community 
will soon be notified that the doctrine 
set forth in this opinion will stand as 
the rule of conduct for manufacturers 
and merchants in their dealings with 
each other. 


Kelly Discusses Price Maintenance 
Bills 


In referring to price maintenance 
legislation I told you recently that 
Representative Kelly, the sponsor of 
the Kelly-Stevens bill, had secured 
from Chairman Winslow of the House 
Committee on Interstate and Foreign 
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Commerce, a promise that the commit- 
tee would take up the subject of this 
legislation soon after the Sixty-eighth 
Congress meets whether in special or 
regular session. Mr. Kelly has recent- 
ly gone carefully over the situation at 
the Capitol and as a result has pre- 
pared a statement in which he fore- 
casts legislation early in the next ses- 
sion giving recognition to the price 
maintenance principle. He says: 

“Business men are wandering in a 
bog of uncertainty as a result of the 
Supreme Court’s decisions in the Col- 
gate and Beechnut cases, and there is 
an imperative need for legislative ac- 
tion recognizing the principle of price 
standardization. The situation for fa- 
vorable action on the price standardiza- 
tion principle is in better shape right 
now than it has ever before been. 

“Two bills were pending when the 
last Congress adjourned, and will be 
reintroduced early in the next session. 
One is known as the Kelly-Stevens 
bill, originally drawn by Mr. Justice 
Brandeis before he became a member 
of the Supreme Court, and the other is 
the Merritt bill, introduced by Repre- 
sentative Merritt, of Connecticut, 
which contains suggestions from Sec- 
retary of Commerce Hoover. 


Trade Commission Would Supervise 


“The Kelly-Stevens bill would set up 
machinery for price standardization to 
permit any independent manufacturer 
of a standard, identified article to file 
a schedule of his prices with the Fed- 
eral Trade Commission. He would have 
authority to maintain the retail prices 
of his article or articles, but under Sec- 
tion 3 of the bill, the Federal Trade 
Commission may, on complaint of any 
person, investigate the standard prices 
so fixed to determine if they are fair. 
Under another section of the bill, a re- 
tailer handling the standard price arti- 
cles would be required to offer them for 
sale to the manufacturer at the price he 
paid for them before he would be per- 
mitted to offer them for sale to the pub- 
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lic at prices lower than the standard 
fixed prices. 

“The Merritt bill is more simple, and 
confined largely to legalizing the prin- 
ciple of price standardization. It would 
permit the producer, or manufacturer, 
to fix his price and to refuse to sell to 
any dealer who cuts the fixed price. It 
provides no machinery, but if enacted 
into law would be rather an expression 
by Congress of recognition of the 
principle of price standardization and 
maintenance. 

“T had a conference with Represen- 
tative Winslow, of Massachusetts, 
chairman of the House Interstate and 
Foreign Commerce Committee, just be- 
fore the adjournment of Congress at 
which he declared that the time had 
arrived for action on these measures, 
and said that .he would call a meeting 
of his committee soon after Congress 
meets to take action on them. 


Predicts Passage Next Session 


“T am convinced that before the next 
session of Congress has proceeded very 
far the principle of price standardiza- 
tion will be written into law. It is the 
greatest need in business today. Busi- 
ness men are compe!led to wander in 
a bog of uncertainty. 

“The Supreme Court decisions in the 
Colgate and Beechnut cases have made 
it impossible for any manufacturer of 
a standard trademarked article to 
know how far he may go in protecting 
his own property. This condition is in- 
tolerable, and the only remedy is 
through legislation such as Mr. Merritt 
and I have suggested.” 

Representative Kelly said there was 
no conflict in the legislation he pro- 
poses and the misbranding legislation 
proposed in the Lodge-Rogers bill, but 
rather that they might go well to- 
gether, each serving to bolster up and 
make more effective the other. The 
Lodge-Rogers bill proposes penalties 
for the misbranding of articles, and 
has no relation to the price fixing or 
standardization. 





Coming Hardware Conventions 





MANUFACTURERS 
CONVENTION, Jacksonville, 
Fla., April 24, 25, 26, 27, 1923. Headquar- 
ters, Windsor Hotel. F. D. Mitchell, secre- 
tary-treasurer, 1819 Broadway, New York. 


AMERICAN HARDWARE 


ASSOCIATION 


ASSOCIA- 
26, 
Hotel. 

Rich- 


SouTHERN HARDWARE JOBBERS’ 
TION, Jacksonville, Fla., April 24, 
27. 1923. Headquarters, Windsor 
John Donnan, secretary-treasurer, 
mond, Va, 


HARDWARP SALEs- 
Windsor 
25, 1923. 
Box 19, 


OLD GUARD SOUTHERN 
MEN’S ASSOCIATION CONVENTION, 
Hotel, Jacksonville, Fla., April 
R. P. Boyd, secretary-treasurer, 
R. F. D. No. 4, Knoxville, Tenn. 


HARDWARE ASSOCIATION THE CARo- 
LINAS CONVENTION, Columbia, S. C., May 
8, 9, 10, 11, 1923. T. W. Dixon, secretary- 


treasurer, Charlotte, N. C. 


or 


HARDWARE ASSOCIA- 
TION CONVENTION, May 8, 9, 10, 1923. Mar- 
ion Hotel, Little Rock. L. P. Biggs, secre- 
tary, 815-816 Southern Trust Building, 
Little Rock. 


ARKANSAS RBETAIL 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Texas, 
May 14, 15, 1923. C. L. Thompson, sec- 
retary-treasurer, Canyon, Texas, 


MISSISSIPPI RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Jackson, 
May 16, 17, 1923. H.S. Chilton, secretary- 
treasurer, Starkville. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, COvV- 
ering Tennessee, Alabama, Georgia and 
Florida. Auditorium Armory, Atlanta, Ga., 
May 15, 16, 17, 18, 1923. Walter Harlan, 


secretary-treasurer, 701 Grand Theater 


Building, Atlanta, Ga. 


HARD- 
Drake 


AMERICAN IRON, STEEL AND HEAVY 
WARE ASSOCIATION CONVENTION, 
Hotel, Chicago, May 15, 16, 17, 1928. A.H 
Chamberlain, secretary - treasurer, Mar- 
bridge Building, 34th Street and Broadway, 
New York. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Richmond, Va., June 18, 
1923. Herbert P. Sheets, secretary-treas- 
urer, Argos, Ind. 


KENTUCKY HARDWARB AND IMPLEMENT 
ASSOCIATION, Louisville, Jan. 24, 25, 1924 
J. M. Stone, secretary-treasurer, 202 Re- 
public Building, Louisville. 
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Keep a copy of the 
McKinney Booklet tied 
to your counter. It be- 
comes a force in your 
day’s work. Your cus- 
tomers will find among 
the many illustrations of 
sliding-folding and 
around-the-corner doors, 
one that meets their needs. 
Your work in the sale 
consists of taking down 
the Complete Garage Set 
in its box from your shelf. 
Send for a copy of this 
book. 


The complete line of 
builders’ hardware, in- 
cluding hinges and butts, 
door hangers and track, 
door bolts and latches, 
window and screen hard- 
ware and wrought spe- 
cialties, is marked with 
the sign of quality— 
McKinney. 


McKINNEY 
MANUFACTURING CO. 
Pittsburgh, Pa. 


Western Office, Wrigley Bidg., Chicago 
Export Representation 


P.M. 
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Customer wants 
“Some Hardware for 
a garage door.” 


Dealer gets out his 
trusty McKinney 
Booklet. 


Customer finds exact- 
y what he is looking 
or. 


The McKinney Com- 
plete Garage Door Set, 
packed complete in a 
box, is handed over 
by the dealer. 


EXIT the satisfied cus- 


tomer. 


McKINNEY 
Hinges and Butts 














he End 
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Notes of the Retail Hardware Trade | 














SMACKOovER, ARK.—The Hanna Hard- 
ware Co. stock has been damaged by 
fire. 

RAMONA, CAL—The hardware and 
furniture stock of Jesse Kunkel has 
been sold to the Valley Hardware Fur- 
niture Co. 

BRISTOL, CONN.—The City Hardware 
Co., 199 Main Street, has succeeded to 
the business of the Rockwell Hardware 
Co. Catalogs requested on washing 
machines. 

Broxton, GA.— The Palmer-Cook 
Hardware Co. has purchased the stock 
of I. T. Graham, and will later add sev- 
eral lines. Catalogs requested on 
clocks, crockery and glassware, cutlery, 
flashlights, glass, housefurnishings, 
linoleum and oil cloth, luggage (trunks, 
handbags), rope and twine, shoe find- 
ings and stoves and ranges. 

LitTLe Sioux, Iowa.—J. A. Alton 
has bought the hardware stock of Oscar 
Duncan, and consolidated it with his 
own. Catalogs requested on a general 
line of hardware. 

CiypE, KAN.—E., A. Patterson & Co. 
have suffered a fire loss. 

ELSMORE, KAN.—The W. M. Williams 
Co. is the new owner of the hardware 
and implement stock of Krokstrom 
Bros. 

Gypsum, Kan.—The business hereto- 
fore conducted by C. B. Manning is 
now known as the Manning Hardware 
Co. Roy Manning is manager. 

PITTSBURG, KAN.—The stock of the 
Pittsburg Hardware, 509 North Broad- 
way, has been damaged by fire. 

Boston, Mass.—The Solatia M. Tay- 
lor Co, has moved to a new location at 
110 Tremont Street. 

IRONWOOD, Micu.—Carl E. Erickson 
has disposed of his stock to the Erick- 
son-Coleman Hardware Co., 219 Suffolk 
Street. The concern carries a stock of 
builders’ hardware, building paper, 
clocks, cutlery, dynamite, flashlights, 
fishing tackle, garage hardware, glass, 
guns and ammunitions, hammocks and 
swings, housefurnishings, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, poultry supplies, prepared 
roofing, pumps, rope and twine, silver- 
ware, sporting goods and washing ma- 
chines. 

KALAMAZOO, MicH.— The _ Ricken- 
more-Stall Hardware Co. has com- 
menced business at 114 Portage Street, 
dealing in the following, on which cat- 
alogs are requested: Automobile acces- 
sories, automobile tires, barn equip- 
ment, bathroom fixtures, builders’ 
hardware, building paper, clocks and 
watches, cutlery, dairy supplies, elec- 
trical specialties, electrical supplies, 
flashlights, fountain pens, fishing 
tackle, furnaces, garage hardware, 
guns and ammunitions, hammocks and 
swings, heavy hardware, linoleum and 
oil cloth, mechanics’ tools, mill supplies, 
oils and greases, paints, oils and var- 
nishes, plumbing department, pumps, 
refrigerators, rope and ‘twine, silver- 
ware, sporting goods and tin shop, 
washing machines. 

BROOKFIELD, Mo. —- The Johnson 
Hardware Co., owner of the stock of 


M. C. Post, requests catalogs on bi- 
cycles, washing machines, furnaces and 
stoves. 


CAPE GIRARDEAU, Mo.—The Neal Ca- 
hill Hardware Co. requests catalogs on 
automobile accessories and tires, barn 
equipment, bathroom fixtures, builders’ 
hardware, building paper, clocks and 
watches, cutlery, dairy supplies, flash- 
lights, fishing tackle, furnaces, garage 
hardware, glass, guns and ammunition, 
hammocks and swings, harness, me- 
chanics’ tools, plumbing supplies, pre- 
pared roofing, pumps, refrigerators, 
rope and twine, shoe findings, silver- 
ware, sporting goods, stoves and 
ranges, garden tools and wire fencing. 

Macon, Mo.—Alva Long has _ pur- 
chased an interest in the implement 
firm of Charles Strong, and the name 
has been changed to Strong and Long. 


VERSAILLES, Mo. — The Goodman 
Hardware Co. is successor to R. 
Thomason. Catalogs requested. 

HARTINGTON, NeEB.—R. F. Hegert 
will open a store here. A complete 
stock of the following will be carried, 
on which catalogs are requested: Bath- 
room fixtures, builders’ hardware, cut- 
lery, flashlights, fishing tackle, fur- 
naces, garage hardware, glass, guns 
and ammunitions, heavy hardware, in- 
cubators, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
plumbing department, poultry supplies, 
refrigerators, rope and twine, seeds, 
stoves and ranges, tin shop and wash- 
ing machines. 

ASHEVILLE, N. C.—T. S. Morrison & 
Co., 80-84 Patton Avenue, have added 
a line of wire fencing, barbed wire, 
nails and hand tools used on the farm. 


FALLSTON, N. C.—The Fallston 
Hardware Co. has recently established 
itself in business here, to deal in barn 
equipment, builders’ hardware, clocks 
and watches, crockery and glassware, 
cutlery, dairy supplies, flashlights, ga- 
rage hardware, guns and ammunitions, 
harness, heavy hardware, housefur- 
nishings, mechanics’ tools, mill sup- 
plies, prepared roofing, rope and twine, 
silverware and stoves and ranges. Cat- 
alogs requested on galvanized roofing. 

BowBELLs, N. D.—The Donovan 
Hardware is successor to Donovan 
Bros. 


WAHPETON, N. D.—The Wahpeton 
Plumbing & Heating Co., Inc., has 
taken over the hardware stock of the 
Grubb Hardware Co. 


Mr. Hotty, N. J.—The Creedon- 
Madden Hardware Co. is new owner 
of the Creedon Hardware Co. stock, 
comprising automobile accessories, au- 
tomobile tires, auto storage batteries, 
barn equipment, bathroom fixtures, bi- 
cycles, builders’ hardware, building 
paper, clocks and watches, cutlery, 
dairy supplies, dynamite, electrical 
specialties, electrical supplies, flash- 
lights, fountain pens, fishing tackle, 
garage hardware, glass, guns and am- 
munitions, hammocks and swings, in- 
cubators, insecticides, housefurnish- 
ings, mechanics’ tools, mill supplies, 
oils and greases, paints, oils and var- 


nishes, picnic equipment, poultry sup- 
plies, prepared roofing, pumps, radio 
equipment, rope and twine, seeds and 
fertilizers, sporting goods, stoves and 
ranges, toys, games and washing ma- 
chines. 

BROOKLYN, N. Y.—Geo. M. Marton 
has opened a store at 1024 Coney Island 
Avenue, dealing in the following: Bath- 
room fixtures, builders’ hardware, elec- 
trical supplies, flashlights, housefur- 
nishings, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
plumbing department. Catalogs re- 
quested. 


CorTLAND, N. Y.—The Cortland 
Hardware Co. has commenced business 
at 21 Groton Avenue with a complete 
stock of builders’ hardware, building 
paper, clocks and watches, cutlery, 
flashlights, furnaces, gasoline, glass, 
hammocks and swings, mechanics’ tools, 
oil stoves, oils and greases, prepared 
roofing, pumps, rope and twine, stoves, 
ranges and washing machines, on which 
catalogs are requested. 


DAYTON, OHIO.—The Mitchell Hard- 
ware Co., 238 East Third Street, has 
been incorporated with a capital of 
$25,000 to handle a retail stock of the 
following: auto storage batteries, barn 
equipment, bathroom fixtures, builders’ 
hardware, building paper, clocks and 
watches, cutlery, flashlights, fishing 
tackle, garage hardware, guns and am- 
munitions, rope and twine and sport- 
ing goods. New lighting and store fix- 
tures have been installed. 


NEw RICHMOND, OHI0.—K. P. Town- 
send has sold his stock to Claude E. 
Bushman. 


WELLINGTON, OHI0O.—The Daugherty 
Bros. Hardware Co. will move to its 
new location April 1. 


YOUNGSTOWN, OHI0O.—The Bernard 
Lumber Co., 835 Albert Street, has 
suffered a fire loss, and requests catalogs 
on builders’ hardware, building paper, 
electrical specialties, electrical sup- 
plies, flashlights, garage hardware, 
glass, mechanics’ tools, paints, oils and 
varnishes, plumbing department and 
prepared roofing. 


WELCH, W. Va.—The Barley-Lovett 
Hardware Co. has opened a store here 
dealing in automobile accessories, au- 
tomobile tires, bathroom fixtures, bi- 
cycles, builders’ hardware, building 
paper, clocks and watches, crockery 
and glassware, cutlery, dairy supplies, 
electrical specialties, electrical sup- 
plies, flashlights, fountain pens, fish- 
ing tackle, garage hardware, glass, 
guns and ammunitions, harness, heavy 
hardware, housefurnishings, linoleum 
and oil cloth, mechanics’ tools, mill sup- 
plies, musical instruments, oils and 
greases, paints, oils and varnishes, pic- 
nic equipment, phonographs, plumbing 
department, poultry supplies, prepared 
roofing, refrigerators, rope and twine, 
seed sand fertilizers, shoe findings, sil- 
verware, sporting goods, stoves and 
ranges, tin shop, toys, games and 
washing machines. Catalogs requested 
on a general line of hardware and spe- 
cialty lines. 
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OO % Sreater than any other year’ 








| 


sy 


Dreadnaught 





Teduce, 
SP rying #t00k of We emouns of 


# cong hating, 
me **penee and - 







== 


leet en 


Rr 
an 
ie 





Y 











A small stock order of Dread 


Won't you let us send you full informa 

tion about our “improved method of General Sales Offices naughts will give you the use of 

merchandising Tire Chains’? Ask-’em-to-Buy Cabinet 
. . . ‘ree. 

All the dealers using this method are The Columbus McKinnon Chain Co., Columbus, Ohio “ads ; 

pee | enthusiastic over the increased Factories: Lebanon, Pa.; Columbus, Ohio; Tonawanda, N. Y. Puts the chains on display. 

er In Canada: McKinnon Colauius Chain, Ltd., St. Catharines, Will increase your chain profits. 
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Snap the Lever 

















Esser 


Display Tray for Keuffel & 
Rules 


Keuffel & Esser Co., Hoboken, N. J., has 
recently placed a new folding rule tray on 
the market. It is made of metal in Cir- 
cassian walnut finish, and a sliding ar- 


rangement by means of which 
had to the contents of the case, is an es- 
pecially advantageous feature. The case 
holds about three dozen rules and is fur- 
nished without charge to retailers placing 
an order for at least one gross of assorted 
rules. 


Combination Register and Secretary 


The Add-Index Secretary, made by the 
Add-Index Corporation, 120 Broadway, 
New York, N. Y., is a combined adding 
machine, cash register, credit register, 
statement machine, desk and safe. It 
brings together in a strong fire resisting 
cabinet all the records and documents of 
importance to the business or professional 
man, It is designed to furnish privacy and 
protection on cash transactions, charge ac- 
counts, invoice bills, correspondence and 
other private papers. The Add-Index Sec- 
retary is a steel cabinet approximately 42 
in. high, 26 in. wide and 31 in. from front 
to back. It is handsomely finished in ma- 
hogany or oak and heavily lined with 
asbestos, having inner air chambers and 
steel lining. There are three drawers with 
inter-changeable inserts suitable for filing 
correspondence or other data, a short ac- 
count credit file if desired of 100 accounts, 
and a cash drawer. When otherwise speci- 
fied an insert for receiving silverware, 
physician's instruments or various other 
inserts may be substituted. The fourth 
drawer is in the form of a desk having 
an ink-well and a pen tray. This is of 
convenient desk height with plenty of leg 
room below. The lid of this drawer, which 
is the writing surface, can be lifted up 
and letters, correspondence, stationery or 
other materials can be placed in it. The 
front of the device is a heavy sliding steel 
curtain similar in operation to a roll top 
desk. There is an air chamber between 
the curtain and the front of the drawers. 
The drawer fronts are of steel construc- 
tion, heavily lined with asbestos. The 
lower section of the cabinet contains a safe 
section with a lock compartment and a 
large space for books, ete. A Yale lock 
permits the curtain to be dropped half way 
down the front of the secretary, while a 


Reading matter continued on page 78 


access is’ 


HARDWARE AGE 


NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


combination lock permits it to be lowered 
further in order to give access to the safe 
section. ‘The secretary is suitable for use 
in stores, offices, or homes. The weight is 
between 200 and 300 lbs., depending upon 
the inserts for the drawers. 


Automatic Pipe Wrench May Be 
Adjusted with One Hand 


The Gordon Automatic Pipe Wrench, 
made by the Automatic Wrench Corp. of 
America, 410-416 Eleventh Street, West 
New York, N. J., is similar in its main 
operating features to the adjustable 
wrench illustrated and described in last 
weeks issue of HARDWARE AGB. The 
lower jaw, as may be seen from the illus- 
tration, moves on a fixed post and may 
be rapidly adjusted and released. The 
wrench, in common with the other auto- 
matic wrenches made by this company, is 
so constructed that it may be operated 
with one hand in any position, a feature 
that is much appreciated when working in 
close quarters. 

The head and shank are one solid piece 
of metal, as is also the lower jaw. These 
are of drop-forged, 15-25 point carbon 
steel, case hardened and rust proofed. In 
operating the wrench, pressure on the 
lower part of it that extends over the 
handle enables the jaw to be brought back 
at an angle, so that a firmer grip can be 


secured on the pipe. The wrench is made 
in 8, 10 and 14 in. sizes. It has been sub- 
mitted to severe laboratory and working 
tests, which indicated an ability to with- 
stand strains greatly in excess of those 
which it would ordinarily be called upon 
to withstand. 
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New Hotpoint Heating Pad 


The Edison Electric Appliance Co., Inc., 
5600 West Taylor Street, Chicago, Ill., has 
recently placed on the market ‘a new 
flexible cloth heating pad, made in two 
sizes, 9 x 11 in, and 12 x 15 in. It is of 


convenient size, soft, flexible and practi- 
cal, as well as comfortable. They will 
heat in a few minutes and are provided 
with thermostatic control to prevent over- 
heating. Designed to operate from any 
electric light outlet from 95 to 125 volts 


Machine Simplifies Brake Lining 


A new method of applying brake lining, 
known as the Raybestos Method of Brake 
Lining Application, has been perfected by 
the Raybestos Co., Bridgeport, Conn. The 
new method consists of the patented 
Wright & Corson Locating, Drilling, and 
Countersinking; Raybestos Riveting Ma- 
chine; Raybestos Tubular Rivets, and Ray 
bestos Brake Lining. With this equipment 
a repair shop is in position to specialize in 
brake service work. The Raybestos Data 
Book and a system of flat rate charges are 
likewise included. Probably the most im- 
portant feature of the electrically operated 
Wright & Corson machine is the fact that 
it locates the hole, drills, and countersinks 
the brake lining in one quick operation, 
while the lining is in position on the band 
or shoe. The machine consists of a drill- 
head drilling arm, locating arm and motor 
support, mounted upon a hollow cast iron 
pedestal. The motive power is furnished by 
a %-hp. motor, belt driven, installed on the 
motor support above the locating arm, con- 
trolled by a switch on the pedestal. The 
belt is protected by a metal guard. All parts 
are interchangeable, The end of the locating 
arm is drilled and threaded for a brass 
bushing, reamed to take a -in. steel in 
dex or locating rod. The rod is free to 
move up and down and may be locked at 
any position. The locating arm is also a 
receptacle for countersinks when not in 
use. The lower part of the head contains 
the drilling mechanism. The machine is 
sturdily built of excellent materials and 
successfully withstands hard usage. It is 
extremely simple in design. There is 
nothing to get out of order. There are 
only two adjustments—depth of counter- 
sink and adjustment of thrust bearing. The 
Raybestos Riveting Machine, for tubular 
rivets aids greatly in taking care of un- 
handy or difficult jobs of all kinds,- The 
work may be held with both hands while 
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A Wide Variety 
Rs. of Profit Makers 


The profitable R-W line of easy-running 
ball-bearing grindstones meets every possi- 
ble demand of your trade. Grindstones light 
but durable, with light-weight rigid frames 
of steel—great power grindstones, equipped 
with pulley—grindstones with hardwood 
frames, well seasoned to withstand wear 
and weather—and a handy baby grindstone, 
just right for kitchen use. The complete 
line includes a grindstone for every need. 


R-W Ball-Bearing Grindstones 
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best grit for general grinding purposes. 
Mechanically correct double treadles as 
well as comfortable adjustable seat on all 
foot power grindstones. Ball-bearings as- 
sure ease of operation, while the patented 
nut locking device securely fastens the 
crank to the detachable steel axle and cuts 
trouble to a minimum. 


R-W grindstones are a profitable investment for 
both dealer and consumer. The liberal discount 
spells a good profit for the dealer, while the many 
exclusive features of R-W_ grindstones make 
every buyer a booster for the line. Write today 


for Catalog A-B 6. 


-%, Don’t Forget URORA, ILLINOIS.U.S.A. . 
' é Minneapolis A Chicago ° New York Cleveland LosAngeles R-W Vises and 


Philadelphia Boston St. Louis Indianapolis SanFrancisco 
S€idetite, RICHARDS-WILCOX CANADIAN CO. Lt Work Benches 


The original sliding-foldt Winnipeg LONDON, ONT. Montreal 
cl “door hardware. lens god Woodworking vises with novel 
i maed as the most satisfactory ey 4 and better features. Manual 
hardware for garage doors, or training benches of unusual 
CJ any doorway of -erceptional quality and practical design. 
. width, Ask about it, if you The R-W line of benches is 
5 Wado not now have Slidetite in tery complete. Write for de- 
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the rivet is headed by foot pressure on 
the treadle. The machine is also very use- 
ful as a punch; it is equipped with a spe- 
cial die for punching out old rivets. The 
riveting machine consists of a strong C- 
shaped head of frame, which carries the 
anvil, heading spindle, plunger and operat- 
ing lever, push rod, treadle and treadle 
support. The base of the frame is hori- 














zontal and the back is at right angle to 
the base. Both are drilled so that the 
frame may be fastened to the bench or to 
the wall with bolts or heavy screws. In 
conjunction with the Wright & Corson ma- 
chine, it is necessary to use specially de- 
signed brass tubular rivets. These rivets 
are of exceptional strength and durability. 


Speedometer Performs Many Func- 
tions 


The Lock-O-Meter, made by Charles A. 
Jeske, 3843 Hoyne Ave., Chicago, Ill. is 
a new device in the speedometer field. 
The device is of oblong shape, having a 
highly-nickeled triangle-shaped frame, with 
sharp corners, of neat design. Has a glass- 
panel face and a proper, high-grade back- 
ground. Its features consist of a dial in- 
dicating miles per hour; and odometers 
indicating total- and trip-mileage. Its ad- 
ditional, and perhaps more important, fea- 
tures are the speed-indicator lock, and 
speed-signal light These two features are 
designed so. that the car owner or its 
driver may have his choice of either throw- 
ing off the ignition of the motor cut off at 


a predetermined speed, or, cause the signal 
light to inform the driver when the pre- 
determined speed has been attained, or 
both. But when the two signal systems 
are to be used the signal light will first in- 
form the driver that the vehicle is within 
two or three miles per hour of the speed 
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at which the lock is set; and if the speed 
of the vehicle is increased the ignition will 
be cut off and the motor will be rendered 
powerless for a few seconds, until the speed 
of the vehicle is below that at which the 
speed lock is set. It is optional with the 
driver whether the speed set is to be locked 
or left unlocked, so that in case of emer- 
gency he may, with a simple twist of the 
key, advance the speed limit to his own 
satisfaction. It may also be used as an 
ignition lock to prevent the theft of the 
vehicle. It also indicates the grade of in- 
clines or declines of hills, etc., by degrees, 
and is important in ascertaining the con- 
dition and the power of the engine, by 
comparing the speed of the vehicle going 
up a hill or incline, at any degree. 


Mail Box of Unique Design 


Designed to meet the demand for safety, 
privacy and convenience in the delivery 
and receipt of mail, the Kolstad Mail Box, 
made by Kolstad-Irwin Co., Duluth, Minn., 
is unique in design. Two types of mail 
box are made, one for cities and one for 
rural use. The first is so constructed as 
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to lend itself to easy installation between 
the inner and outer walls of either old or 
new buildings. Once installed, nothing is 
exposed outside the house but the bronzed 
lid which the postman lifts when he de- 
posits mail. There is a pivoted deflector 
plate just inside the lid which automati- 
cally locks the box, thus insuring against 
theft, wind, rain and 

inquisitive neigh- 

bors. The door 

through which the 

mail is removed 

opens on the in- 

side of the house. 

Being of birch, the 

door may be fin- 

ished to match the 

wall of which it be- 

comes a part. The 

rural model of the 

Kolstad mail box is 

of heavy galvanized 

construction, alu- 

minized, and has 

the same automatic 

locking device, the 

pivoted deflector 

plate, as the box 

designed for city 

use. 
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Stacker for Coaster Wagon Displays 


The H. & L. Coaster Wagon Stacker, 
made by the H. & L. Mfg. Co., Sauk City, 
Wis., is designed to enable a retailer to 
make an effective wagon display which 
will advantageously show the articles 
while occupying a minimum floor space, 
The stackers are made of steel, enameled 
a rich blue, and may be used on coasters 
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of any size. They are light and compact, 
inexpensive in cost, and will last indefi- 
nitely. The construction of the stackers is 
clearly shown in the accompanying illus- 
tration of a coaster wagon display in which 
these devices are used. 


Attractive Pattern for Community 
Plate 


The new Bird of Paradise pattern for 
Community Plate, made by the Oneida 
Community, Ltd., Oneida, N. Y., is de- 
cidedly unique. The design is a dainty 
pair of Birds of Paradise delicately etched 
against a panel background of dull black 
enamel, the sort of design calculated to 
appeal to women who want silverware which 
is distinctly of the vogue and which har- 
monizes with the modern note which runs 
throughout the furnishings of their dining 
room. Simultaneously with the new pat- 
tern, the Community will launch its new 
Petit Buffet Service Tray. The tray con- 
stitutes a great advance over the Buffet 
of last year which proved very popular in 
selling silverware. It is a real tray—like 
a tea tray—with gracefully wrought handles 
and lined with rich Blue Velvet and will 
appeal to the women because of its beauty 
and convenience and will be a valuable 
merchandising display feature in showing 
over the new pattern. 








